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‘The Poultry Feeds 


PROTEIN 20% 
FIBRES 


WAUSAU, wis. 


with 
PROTEIN 18% 

FAT 4%, Fie FIBRE 8% 


NORTHERN MILLING 


WAUSAU, WIS 


ey, 


“Results Determine Value 


for 


EALERS and feeders alike make 
| easy profits on the Wisconsin line 
BS of poultry feeds. These feeds 
have the reputation of being fast 
sellers and sure repeaters. No 


lengthy arguments or high pressure sales 


money for yourself. Only two things 
are necessary—good, honest feeds and an 
aggressive, progressive selling and service 
policy. Join the family of Northern Mill- 
ing Co. dealers and you will have both— 
without paying any extra cost for the 


methods are _ neces- 
sary to sell Wisconsin 


feeds. 


The brand name is 
easy to remember; the 
trade mark familiar; 
the quality of the ra- 
tion and the integrity 
of the manufacturer 
long established. Yet, 
as aresult of favorable 
location and _ transit 
shipping privileges, 
low overhead and the 
Northern Milling Co. 
policy of ‘‘quality feeds 
at moderate prices’, 


HE Northern Milling Co. 

manufactures, in its own 
big mills at Wausau, a mash 
and scratch feed combination 
for every age: 


FOR BABY CHICKS: 


Wisconsin Chick Starter Mash 
(with Cod Liver Oil) and Wisconsin 
Chick Feed. 


FOR GROWING BIRDS: 


Wisconsin Growing Mash (with 
Cod Liver Oil) and Wisconsin De- 
veloper Feed. 


FOR LAYING HENS: 


Egg Maker Mash (with Cod Liver 
Oil) and Wisconsin Poultry Ration. 


quality or merchan- 
dising service. 


The scratch grains 
are all of the finest 
quality, clean, sweet, 
skillfully milled to pro- 
per granulations for 
the various ages and 
mixed in scientifi- 
cally correct propor- 
tions. The mashesall 
contain dried butter- 
milk, pure  vitamin- 
tested NOPCO cod 
liver oil and essential 
minerals in addition to 
choice meat scraps and 


you can always buy 
these feeds at a price 
that will give you larger than average pro- 
fits. But the man who makes the biggest 
profit on WISCONSIN poultry feeds is 
the MAN WHO FEEDS them. This, 
after all, is the secret of their fast grow- 
ing popularity. 


Make moremoney for your feeder, 
Mr. Dealer, and you’ll make more 


cereal meals, Formulas 
have all been proved 
onthe basisthat“Results DetermineValue”. 


You can get Northern Milling Co. 
Poultry Feeds in mixed cars with Dairy 
Feeds, Corn, Oats, Flour, Bran, Mid- 
dlings, Oat Meal, Gluten Feed, Oyster 
Shells, Meat Scraps, Seeds, etc. Now 
booking for spring delivery. Write for 
samples, and dealer proposition. 


WAUSAU, WISCONSIN 


| 
) 
; 100 18S. 7 SCONSIN ra WISCON| - 1018s, 7 
| MAKES 
| 
PROTEIN 
NORTHERN MILLING = NORTHERN 
The Wisconsin Line of Poultry Feeds 
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Low Cost Production 


Feed plant production costs are 
, drastically reduced by this modern 
| automatic, labor-saving machine, the 


‘“Fureka’’ Feed Mixing Plant 


It is a combined loader, mixer and 
sacker. Cleans itself automatically after 
each batch is finished. It does all 
these jobs with clock-like precision and 
minimum attention, making possible much 
larger profits. Shipped ready to operate. 
Write for detailed information. 


Everything Jor Every Mill and Elevator 
‘She Strong-Scott Mfg Co. 


Minneapolis Minn. Great Falls Mont. 
in Canada: The Strong-Scott Mfg.Go.Ltd Winnipeg 


The Symbol 


We can ship your requirements of Oats and 
Corn from our Elevator at Milwaukee or 
Savanna, Ill. 


We buy only the best quality grain and you 
can handle our shipments profitably. 


Send for Sample of Our Quality Corn 


“| Write or phone for our quotations Ie 


FROEDTERT GRAIN & MALTING CO. 


MILWAUKEE—MINNEAPOLIS 


Operating Elevators at TELEPHONE 
MILWAUKEE, SAVANNA, MINNEAPOLIS, WINONA ORCHARD 541 0, MILWAUKEE 
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NO-MILK 


Trade Mark Registered U. S. Patent Office 


Help your feeders make big- 
ger profits by selling them No- 
Milk Calf Food, manufactured 
since 1885—45 years—and 
still the Leader. 


We have over 600 dealers in 
Wisconsin selling our product 
and some of them for over 42 
years. Their repeat orders 
each year is the best recom- 
mendation that we know of 


for No-Milk Calf Food. 


And now, a complete line 
of poultry feeds: 


NATIONAL CHICK MASH 
NATIONAL GROWING MASH 
NATIONAL EGG MASH 
NATIONAL SCRATCH FEED 
NATIONAL CHICK FEED 
NATIONAL DEVELOPER FEED 


National Food Co. 


D. R. Mihills, Mgr. 
FOND DU LAC WISCONSIN 


Essential 


Every high protein dairy ration and 
every egg mash calculated to get heavy 
and consistent production safely and 
economically needs 


DIAMOND 


CORN 


GLUTEN MEAL 


in its formula. 


7 7 7 


Whether you manufacture a nation- 
ally known ration, or a ration that is 
popular locally, or merely sell other 
peoples’ feeds to your trade in original 
bags for home-mixing, Diamond Corn 
Gluten Meal is a profitable feed for 
you to handle. 


ALL CORN—MINIMUM PROTEIN 40% 


TOTAL DIGESTIBLE NUTRIENTS 
OVER 80% 


40% Protein 


Guaranteed 
Corn Products Ref’g. Co. 
New York Chicago 


MFRS., ALSO, OF BUFFALO CORN GLUTEN FEED 
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THE MORE EXPERT THE FEEDER 
the quicker the sale 


Tue average feeder resists a new kind of 
feed because it’s an “unknown quantity” 
and he doesn’t care to experiment with his 
profits. 


You don’t have to meet this sales resistance 
on AMCO OPEN FORMULA FEEDS 
because any practical feeder can judge its 
value from his own experience after read- 
ing the tag on the bag. He is familiar with 
the feeding value of the well-known in- 
gredients and in the open formula he is 
given the exact amount in pounds of each 
ingredient used in making a ton of the mix- 
ture. Instead of indefinite claims and prom- 
ises, he is given definite values on which to 
judge. 


AMCO OPEN FORMULA FEEDS were 
brought out only three years ago and today 
the American Milling Company is operat- 
ing three mills to supply the demand. Last 
year the use of AMCO FEEDS increased 
50 per cent. There is an AMCO OPEN 
FORMULA FEED for every farm animal 
and for every kind of feeding condition. 


WRITE TO THE ADDRESS BELOW 


FEED MIXING SERVICE 
AMERICAN MILLING COMPANY, EXECUTIVE OFFICES: PEORIA, ILL 


Plants at: Peoria, lll.; Omaha, Neb.; Owensboro, Ky. 
Alfalfa Plants at: Powell, Garland, and Worland, Wyo. 
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HERE’S HOPING— 


You have a nice big 
juicy income tax to 
pay on the 15th 
from a big year in 1928 


Cues 


May your tax a year 
from now be bigger yet— 


ARCADY WONDER FEEDS 
WILL HELP 


ArRcCADY Farms MIL.Linc Company 


223 W. JACKSON BLVD. CHICAGO, ILL. 
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MILWAUKEE WISCONSIN 


Volume Five 


March, 1929 


Number Three 


Make Your Poultry Business Grow 
With These Prize Ideas 


Successful Methods Used by Dealers Compiled From The Feed Bag 


Will Increase Sales 


OW much more poultry feed will 
H you sell this year than during 
the past season? 

Every feed dealer should resolve to 
beat his old records and develop new 
business and greater profits this spring. 
One good method of accomplishing this 
is to study the methods used by fellow 
tradesmen. The Feed Bag during the 
past year, has published many ideas 
used successfully by other dealers in all 
parts of the country. They are reviewed 
herewith for dealers to apply during 
this opportune season to build poultry 
business: 

Solicits Club Members 

A dealer in the Middle West became 
acquainted with the agricultural instruc- 
tor in his local high school. He ob- 
tained the names of the various boys 
and girls who selected poultry raising 
as their club work. A direct mail letter 
was sent to them suggesting that the 
dealer could help them raise prize win- 
ning flocks. The boys responded with 
calls at the feed store and in many 
cases brought their fathers with them. 
The plan made the previous year’s vol- 
ume and profits look like a mole hill. 

Another dealer adopted a method of 
calling farmers regularly on the tele- 
phone. His conversation ran like this: 

Sells by Telephone 

“Hello, Mr. Burke... This is Guy 
Swenson... Yes, at the Cedarville 
Feed Store. ... Heard you bought a 


big flock of chicks this spring... .. 


How are they coming along?... Is 
that right? ... Fine work. ... How’s 
the feed holding out? ... Thought 
you'd need some. Any good mash 
feeds? You bet we have ’em.... 
You'll try two bags. . . . You bet, we'll 
send it right out... .Thank you, Mr. 
Burke. . . . If you don’t mind I'll come 
out to your farm some day and see how 
your flock is getting along.... You 


Power and Attract New 


bet. Thank you. Good bye.” 

An hour spent at the phone yielded 
many orders for this dealer. He fol- 
lowed up the calls with personal visits. 
His sales volume of poultry feeds ex- 
ceded his highest expectations. And the 
profits were immensely pleasing. 

Raises Own Flock 

One of the best methods to build 
poultry feed business presented in The 
Feed Bag during the past year was the 
idea used by Gus. Nietmann, Sullivan, 
Wis., dealer. Mr. Nietmann converted 
the back yard of his home near his feed 
store into a poultry farm. When cus- 
tomers called he discussed poultry with 
them and encouraged them to look at 
his own hens. With records of egg pro- 
duction to substantiate his sales talk and 
with the living specimens before the 
customer he. seldom failed to make a 
sale. The plan changed his poultry feed 
business from a mere sideline to one of 
his major items. The hens also returned 
a profit in egg production and on the 
block, in addition to providing sales pull- 
ing value. 

Employs Poultry Expert 

Many dealers employ a poultry expert 
to call upon their customers and offer 
free service and advice. He does not 
sell feed directly but mentions the store 
which he represents and recommends its 
lines when the farmer asks him to sug- 
gest a good ration. The profits in ad- 
ditional sales cover the poultry expert’s 
salary and leave a good margin for the 
dealer. 

An exchange board upon which farm- 
ers may advertise “for sale’ and 
“wanted” items builds poultry feed busi- 
ness for a Wisconsin feed store. This 
dealer’s office has become a_ popular 
meeting place for the farm trade. Feed 
prices are posted conspicuously on the 
walls and displays of poultry feeds are 
kept in prominent places. A monthly 
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Customers to Store 


house organ is issued. 

Intensive study of feeds and feeding 
has paid many dealers. They give the 
farmer specific information of what he 
may expect from the brand which he 
buys and their suggestions are always 
good. They make money for themselves 
by helping their trade to prosper. 

Buying and shipping eggs has been 
employed successfully by several deal- 
ers for building poultry feed sales. The 
plan provides regular contact with the 
customers. Feed is allowed to be pur- 
chased on due bills for the eggs. 

Poultry Schools 

Another blue ribbon idea which a 
number of feed stores have employed 
with success is the conducting of a poul- 
try school. The county agent, agricul- 
tural instructor, manufacturer’s repre- 
sentative or other qualified men give 
talks and demonstrations on feeds and 
feeding at various points throughout the 
dealer’s territory. All of the farmers 
are invited and general discussions are 
held following the school sessions. No 
direct solicitation for business is made 
at the meeting, but the indirect pull that 
the idea has fs surprising. By instruct- 
ing customers how to raise bigger and 
better flocks the dealers are also provid- 
ing for future business. 

A California dealer took an interest 
in a poultry association and was elected 
secretary. Result—a lot of new busi- 
ness. 

All of the above ideas are good sales 
builders. They have been tried, and 
they produced. Make them work for 
you also, and you will have a successful 
poultry feed season. 


“CASH BASIS” SUCCESSFUL 

Snyder County, Pa., dealers, who went 
on a cash basis on January 1, are finding 
the new plan working perfectly, accord- 
ing to J. A. Eichman, Globe Mills, Pa. 
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Figures Don’t Lie; Use Them 
In Your Advertising 


RMERS like figures. Many a 
farmer’s wife has her little hen 
record book tucked away in a cor- 
ner of her kitchen cabinet or cupboard 
wherein she can find at a glance how 
many eggs her flock laid in December, 
how much grain was bought and how 
much the eggs sold for. Figures make 
an interesting study. Tongues may tell 
tales; figures present the facts. 
A Good Investment 
Because of this fact, no two inches of 
advertising space could have been 
packed with more _attention-getting, 
thought-provoking power, than that 
used during January by Marshall Feed 
store. The advertisement was headed, 
“Notice, Poultrymen”. There followed 
the following tabulation: 
148 Leghorn Pullets, Hatched April 
5th, 1928. 
Layed 2,186 Eggs in Nov.— 


$62.62 

The “record” was signed by a promi- 
nent farmer of the district, with his ru- 
ral route number and box given. 


Below was the two-line statement, 
“Raised and fed on Amerco Poultry 
Feed—For Sale by Marshall Feed 
store.” 

Farmers Believe Neighbors 

Such an advertisement is in the na- 
ture of a testimonial, but however much 
testimonials may be laughed at, they 
still constitute one of the most-believed 
forms of advertising. Especially when 
the testimonial comes from one’s neigh- 
bor does it bear weight. 

Among its customers, feed stores can 
always find successful poultry dealers 
glad to trot out their records for proof 
and inspection, and glad to permit their 
name to be used in an advertisement. 
Free publicity comes seldom enough to 
a farmer so that the chance to get 
his name in the paper appeals, even 
though it appear in the advertising col- 
umns. 

A second dealer cooperated with an 
outstanding successful poultry farm to 
get the feed he carried and the results 
obtained through use of it before the 
poultry public. This advertisement, 
twice the size of the one previously 
mentioned, was headed, “Does Poultry 


Pay?” There followed November and 
December records of 364 pullets hatched 
out the previous March. The name of 
the mash and grain used was given. 
The profit for the two months was 
$484.63. The advertiser was Maplecroft 
Poultry farm, but, in parenthesis, ap- 
peared this statement, “Feed sold by 
Charles F. Cobb Feed Store.” 
When Best to Advertise 

There is more than one reason for 
using such testimonial type of adver- 
tising early in the year. At that time 
eggs are at their peak, and those folks 
who have non-laying hens are inter- 
ested in the feed used by people whose 
hens are producing profitably. Another 
reason is that there is the opportunity 
to increase the number of poultry rais- 
ers by firing the enthusiasm, and pic- 
turing the profits, about the time the 
seed catalogs begin to bloom on all ru- 
ral tables, and the housewife begins to 
wonder whether she'll set hens again 
this year or not. Get her sold on the 
idea that hens are really profitable, and 
she'll almost surely make plans for a 
bigger hatch than ever before—and you 
will have your chance, later, of sup- 
plying her with additional feed. 


HARRY FRANKE, Franke Grain 
Co., Milwaukee, has announced the birth 
of a son, Paul William, on February 19. 


MILWAUKEE 


POULTRY 


Charcoal 


From the hardwood forests of Northern Michigan—and after years of costly 
experimentation—The Ford Motor Company, has brought out a new product 


FORD’S PURE HARDWOOD POULTRY CHARCOAL. 


Carefully graded 


As usual, the finest product of its kind on the market, and at a quantity pro- 
duction price that certainly is attractive. 
to hen size—let us send you samples of this superior product. 
Pure Hardwood Poultry Charcoal 


Special prices on carlots, 12 tons minimum. 


La Budde Feed & Grain Company 


DISTRIBUTORS 


50 lb. bags—all sizes from powdered 


We offer Ford’s 


WISCONSIN 


Alfalfa Meal — Beet Pulp — Molasses — Skim Milk — Pearl Grit — yng Manure — Milorganite — Smoked Salt —_— teva Meal — Bran 
Midds — Oilmeal — anything in the feeding line — Ship d cars or ton lots from our Mil 
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: Less than ton lots........ 34.00 


Dealer Should Base Feed Purchases 
On Average Price Trends 


Attempts to Pick ‘Absolute Bottom’ of Market Seldom Successful 
Chart Accompanying This Issue of The Feed Bag Will Guide Buyer 


matter of attempting to “pick the 

bottom”, as a majority of dealers 
believe, but success depends on a careful 
study of the feed market over a number 
of years with purchases based on aver- 
age prices. 

Insurance companies work on aver- 
ages. They do not merely estimate the 
life span of an individual. They have 
records of vital statistics covering many 
years which reveal to them the average 
length of life of human beings at all 
ages under normal conditions. Upon 
this law of averages they base their in- 
surance rates. The prosperity of insur- 
ance companies is evidence that this 
method is successful. Why should the 
law of averages in feed prices be over- 
looked? 

Markets Hit Average 

Markets have certain trends, declines 
and advances. They establish certain 
averages. Attempts to purchase an en- 
tire winter’s supply of feed at the “ab- 
solute bottom” are ridiculous. This can 
only be accomplished approximately 
once in 15 years, the experiences of 
dealers show. 

The uncertainty of the “absolute bot- 
tom” buying method was illustrated in 
the linseed market last season. Con- 
sensus of opinion on the price at which 
most dealers were contemplating to buy 
was $45.00. The market declined to 
$47.00 but no interest was shown. Mean- 
while, jobbers and mixers, wisely aware 
of the average trend of the market, pur- 
chased in heavy volume. The dealers 
still waited and linseed meal advanced 
to $60.00. They were tangled in the 
web of their own speculation. Instead 
of holding out stubbornly on the mar- 
ket it would have been well to pur- 
chase of their requirements at $47.00, 
which was a fairly low average. When 
the prices advanced they could have 
bought more, and if the market de- 
clined could have completed their stock. 

The average price which they paid for 
the various purchases would have been 
low enough to warrant a good margin 
of profit. On the other hand they were 
left without stock to sell to their cus- 
tomers while the prices soared. 

One dealer who has been successful 
in buying feeds on the low average plan 
says: 

“The trouble with the average feed 


P inate oF at feed buying is not a 


dealer is that he wastes a lot of good 
time and effort every year always try- 
ing to pick the bottom of the market 
whether it is in linseed meal, bran, cot- 
tonseed meal or any other line of pro- 
ducts. I have forgotten about the abso- 


URN to the center of the 

book to find The Feed Bag 

price charts published for 
the first time in this issue of 
‘The Dealers’ Paper of the Feed 
Industry.’ Note the wide fluc- 
tuation in prices of the various 
feeds during individual years 
as compared with the very nar- 
row range of the five year aver- 
ages. These charts should be 
of value to all millers, manu- 
facturers, jobbers, and dealers 
in the feed industry. We have 
a limited number of additional 
charts which we will sell, as 
long as the supply lasts, for 
$1.00 per copy. 


lute bottom, and now buy on averages. 

“If past year’s figures show me that 
bran, for instance, has had a fair de- 
cline, I buy. Suppose I have figured 
from my records that $27.00 is a low 
average. I'll take out a carload or two 
of bran at that price. If the market 
drops, I'll buy another carload and if it 
goes still lower, I'll purchase more of 
my requirements. When it shows a ten- 
dency to climb, I will also buy, follow- 
ing the same method. In this way I 
have been abie to hit a low average 
and it is on that basis that I have really 
been able to make money on feeds. 

Bottom Seldom Hit . 

“It may be interesting to fellow deal- 
ers that in 15 years of doing business, 
I have been able to hit absolute bottom 
but once. How can one who does not 
study the trends of the markets from 
year to year and keep records of them 
expect to strike the lowest possible 
prices more often than that?” 

The color price chart accompanying 
this issue of The Feed Bag will serve 
as a valuable guide for the “low aver- 
age” buying method. It shows the trend 
of the market during the past five years 
and the general average price of pro- 
ducts which are purchased by dealers. 
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It should be posted in the office where 
it will serve as a barometer indicating 
to the dealer when prices are reason- 
ably right under normal conditions. 

The price trend alone is not the only 
criterion. Every feed dealer has or 
should have a number of acquaintances 
in the feed business who perhaps make 
their living by being able to buy feed 
when markets are fairly reasonable. It 
is always well to get the opinion of 
other dealers, jobbers and millers as to 
what they believe the markets will do 
and you will find that all have approxi- 
mately the same idea as to how low a 
commodity can go. A fair average can 
also be established from this source. 

Important Essentials 

Successful buying, in addition to 
working on a low average, demands the 
following essentials: 

1. The maintaining of sufficient stor- 
age space to allow the opportunity of 
taking advantage of bargains on the 
market when they are offered. 

2. Keeping enough cash on hand to 
avail one’s self of the quick declines in 
the market. 

Necessity of sufficient storage space is 
illustrated by the experience of a Wis- 
consin dealer who maintains a ware- 
house with a capacity to store 1,500 tons 
of feed. Every jobber knows that they 
can call him when they have a distress 
car and get a bid. This dealer is able 
to pick up many cars during the year 
from $1.00 to $2.00 below the regular 
market, store it in his spacious ware- 
house, and turn it into profit. A dealer 
with inadequate storage facilities would 
be unable to do this. 

The last but not the least essential 
is ready money. A dealer can solve 
this problem by operating on a cash ba- 
sis. Available money enables the dealer 
to buy at the opportune time. His 
hands are not tied by outstanding ac- 
counts and when the market is to his 
advantage he can buy. No buying sys- 
tem will function if the money needed 
to follow it is lacking. 

Too many accounts outstanding with 
money tied up in the books has ruined 
many dealers. It is similar to the situa- 
tion of a carpenter who has loaned out 
all of his tools and still intends to build 
a house. There must be stock on hand 
to sell, to bring in revenue and to create 
turnover. - 
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Making Money 
the Feed Business 


F you would make money in the feed business, 

handle the line of feeds that make money for your 
customers. That is, the Quaker line—the feeds in 
striped sacks. For these good feeds bring customers 
back again and again for more. Bigger turnover for 
you; complete customer satisfaction. More business; 
better profits; a “happier” business. Be a Quaker 


Dealer—drop us a line today, a postal card will do. 


THE QUAKER OATS COMPANY, Chicago, U.S. A. 


BUY QUAKER FEEDS IN STRIPED 
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THE FEED BAG 
PRICE CHARTS 


The Feed Bag’s first annual price 
charts are included as a special feature 
of this issue. You will find them 
printed in six colors on a sheet of strong ledger paper in- 
serted in the center of the book. The sheet is perforated 
so that it can easily be detached and we urge you to post it 
on your bulletin board or keep it elsewhere so you can al- 
ways have it available for reference. 

We believe these charts are the most complete ever pub- 
lished, and we have taken every possible precaution to see 
that they are accurate in every detail. In this connection, 
we must acknowledge that the idea of publishing these 
charts in the present form was obtained from a series of 
somewhat simiiar charts which were distributed by the La 
Budde Feed & Grain Co., Milwaukee, several years ago. We 
also wish to express our appreciation for and acknowledge 
the help given us in the compilation of these charts by the 
American Feed Manufacturers association., Chicago; La 
Budde Feed & Grain: Co., Milwaukee; Marianna Sales Co., 
Memphis; Penick & Ford, Ltd., Inc., Cedar Rapids. 

The Feed Bag price charts show the comparative weekly 
price range of wheat bran, standard wheat middlings, 34 per 
cent protein linseed meal, No. 3 yellow corn, No. 3 white 
oats, corn gluten feed and 43 per cent protein cottonseed 
meal for each of the past five years, together with the five 
year average. They were compiled at considerable expense 
to The Feed Bag and we believe this is the first time that 
anything so elaborate has been included as a feature of any 
feed trade publication. 

We have indicated that the publication of these charts 
will be an annual feature of The Feed Bag but the cost of 
producing them has been so high that they will not be con- 
tinued unless they meet with practically the unanimous ap- 
proval of our readers. Please write and) tell us if you like 
the charts, if they are of any value and if you want to see 
them published again in The Feed Bag next year. 


PRESIDENT KERN’S FF. Kern, manager of the Sparta 
SUGGESTIONS Produce exchange, Sparta, Wis., 

and president of the Central Re- 
tail Feed association, has written an article for this issue 
of The Feed Bag which is full of good suggestions for the 
feed dealer who wishes to build a bigger and better feed 
business. 

Not all of Mr. Kern's ideas are new but what he says 
should have real weight for he knows what he is talking 
about. He has been in the milling and feed business for the 
past 30 years. The past 10 years he has built a business at 
Sparta which has done more than a million dollars worth of 
business. In addition, and here 1s something few people 
know, Mr. Kern took over a few years ago a manufacturing 
plant in a different industry at Chicago, and with his tireless 
energy and business ability has made it so successful that 
he would be money ahead if he retired from the feed business 
and devoted all his time to his Chicago enterprise. 

One of the big points Mr. Kern makes in his article is 
that feed dealers are handling too many mixed feeds and 
feed ingredients which have not been proved for results in 
the way of production at minimum cost and which both the 
manufacturer and feed dealer know little about. He opposes 
the policy many feed dealers follow of taking the selling 
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agency for any brand of feed which appears on the market 
merely to keep it away from his competitor. : 

Mr. Kern urges feed dealers to acquire a real’ knowledge 
of feeds and feeding in a practical way so that they can con- 
scientiously advise their customers with respect to what to 


buy and how to feed, on a basis that is profitable for feeder 


as well as the dealer. He says, “If you will take enough 
interest in your patron to learn his conditions, and learn to 
couple that information with accurate feed information about 
how and what to feed to produce more for less production 
cost, inspire his confidence and then merit it, we will have 
less concern about the bigger and better feed business.” 

With respect to commercial feeds, Mr. Kern says: 
“Those that have been proved by actual test over a period of 
years to have merit in proportion to price have undoubtedly 
saved feeders many a dollar.” 


HOISTING UP The good ship of the Eastern Federation 
THE ANCHOR of Feed Merchants has pulled up its an- 

chor and embarked on a voyage which 
will greatly extend and increase its usefulness to the feed 
industry. 

We do not mean that the Eastern Federation has not 
been doing good work the past few years. It certainly has. 
But it has been badly handicapped by a large debt which 
was accumulated in the years immediately following the 
world war. 

This debt was not made by the officers who have been 
guiding the Eastern Federation the past few years. They 
accepted it, however, as their responsibility and, by occasion- 
ally or almost regularly advancing money from their own 
pockets, have enabled the federation to struggle along mak- 
ing steady progress until last month only $1,000 of the old 
debt remained. 

The skipper and president of the organization, W. S. 
Van Derzee, carried much of the burden and was responsibl: 
for the federation’s determination to solve its problem with- 
out appealing for outside help. He was ili and could not at- 
tend the Binghamton convention. Secretary W. A. Stannard 
took advantage of the situation and told the federation’s 
members and friends, in meeting assembled, of the organi- 
zation’s long uphill fight, closing with a dramatic appeal for 
new memberships, contributions and donations which would 
enable the federation to wipe out the entire deficit, pull up 
its anchor and increase its service to the feed industry. 

“We raised about $700,” Secretary Stannard wrote to 
The Feed -Bag, “and I have no doubt but that another week 
will see the debt wiped out. I was pleased with the response 
and already am beginning to hear the rumble of what ap- 
pears to be a reawakening. Watch the federation for real 
activity from now on.” 


OPEN FORMULA The Wisconsin senate has engrossed 
LEGISLATION a bill which would require that the 
labels on all feeds sold in the state 
show percentages of all ingredients used in their manufac- 
ture. The Central Retail Feed association is doing all it can 
to kilf this bill before it becomes a law and asks individual 
dealers and manufacturers to help by writing their senators 
and assemblymen. Such a law could not be enforced, would 
put a premium on dishonesty among manufacturers and 
would increase the cost of feed to Wisconsin farmers. 
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On the right a typical Waukesha 
Stationary Power Unit with Texrope 
drive. On the left a Hocking Valley 
Hammer Mill which could be driven 
economically by gasoline. 


Gasoline Multi-cylinder gasoline en- 
gines are the same smooth, re- 


Or liable power that you demand 


for your automobile. Electric 
eee starters respond to a “press 


& on the button.” With no stand- 
by charges they halve the 
power cost for your grinding. 


Waukesha Stationary Power Units all 
have the genuine Ricardo Head, insur- 
ing economy, power and long life. They 
are built in a wide variety of sizes to 
supply every demand and may be ob- 
tained either for direct connection or belt- 
ed drives. Write for further information. 


“T-Head Engines—They take better care of themselves.” 


WAUKESHA MOTOR COMPANY 
aukesha 


New York Office: 8 West 40th Street San Francisco: 555 Howard Street 


Exclusive Builders of Heavy-Duty Gas Engines for Over Twenty Years. 
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Minnesota Grain Elevators Turning 


To Feeds, Other Side Lines 


Farmers Grain Dealers 


Theodore Frederickson 


ONFRONTED with the problem 
+ of decreasing grain volume and 

increasing operating costs, eleva- 
tors are turning more and more toward 
the solution of handling sidelines, par- 
ticularly feed, flour and coal. 

This business trend was revealed in 
reports and discussions at the 22nd an- 
nual convention of the Farmers Grain 
Dealers Association of Minnesota, held 
at the West hotel, Minneapolis, Febru- 
ary 19-21. More than 500 persons at- 
tended. 

Organization Name Changed 

The name of the organization was 
changed to the Farmers Elevator Asso- 
ciation of Minnesota, and Theodore 
Frederickson, Murdoch, president; A. F. 
Nelson, Minneapolis, secretary; and J. 
E. Brin, Stewartville, treasurer, were 
reelected as officers. New directors 
chosen were C. E. Erickson, Hallock; 
J. E. Brimm, Round Lake, and Oscar 
Olson, Truman. 

Movement of elevators toward the 
selling of sidelines to expand business 
and to supply diversified farming com- 
munities was explained by Secretary 
Nelson in his report. 

“With the passing of the large, wav- 
ing fields of yellow grain to the west- 
ern and southern slopes, the country 
in following the advance of civilization 
was faced by problems particular to di- 
versified farming, rather than those of 
extensive grain farming,’ he said. 

“Elevators confronted with a decrease 
in the volume of grain handled and rap- 
idly increasing cost of operation, nat- 
urally are swinging into the handling of 
commodities to help defray a part of 
the expense. Sidelines today are, in 
many instances, the chief items of main- 
tenance as contrasted with the time 
when sidelines were first handled on a 
very small margin.” 

Out of 400 elevators which were can- 
vassed for information, 281 reported that 
they handled feed, according to Mr. Nel- 
son. Coal was sold by 318, flour was 
handled by 238, twine by 210, seeds by 
200, and salt by 187. Sale of imple- 
ments, posts, wire, hay, wood, oil and 
other miscellaneous farm needs were re- 
ported by some of the elevators. 

A general increase in grinding opera- 
tions was reported by Mr. Nelson. 

“Elevators which started grinding 
feeds years ago are replacing their old 


Association Conclave Reveals New Business Trend 
Reelected President; Many Problems Are Discussed 


and small machinery with larger and 
better equipment,” he said. “Reports 
indicate that this service is profitable 
and links in well with the elevator busi- 
ness. There is a large field of oppor- 
tunity in feed grinding and one that 
should not be overlooked.” 

A supplement to Mr. Nelson’s report 
on grinding operations was furnished at 
one of the sessions by Bert Milligen, 
Westbrook, who discussed power costs. 
Elevator managers were requested to 
demand the existing price of $1.00 for 
the first 10 horsepower and 50 cents for 
each one used thereafter. Several ele- 
vator men related their experiences on 
grinding costs and charges and a gen- 
eral discussion followed. 

Division of Costs Urged 

H. Bruce Price, division of agricul- 
tural economics, University of Minne- 
sota, told the elevator managers that 
they should not make sideline sales bear 
the operating expense of the grain ship- 
ping end of their business. 

“Side lines,” he said, “should not bear 
the expense of operating the grain ship- 
ping end of the business, as_ sidelines 
are a development to afford full employ- 
ment of an efficient manager and better 
utilization of the plant. 

“Greater profits accrue from building 
a greater business. Good and highly 
paid managers show about a $3.50 re- 
turn on capital stock per $1.00 salary, 
compared with $2.00 return per $1.00 
salary of the inefficient manager. The 
volume and extensiveness of a business 
should determine the caliber of manager 
employed. A good, well-paid manager 
can develop a profitable business. 

“Selection of sidelines should be care- 
fully studied before action is taken. 
Lumber, machinery and merchandise re- 
quiring a merchandising specialist 
should be avoided. Operating margins 
should be scrutinized closely and every 
department should be made to carry the 
proper proportion of the burden. 

Careful auditing in the elevator which 
sells sidelines was recommended by Os- 
car Olson, Truman. He reported that 
an audit stimulated competition among 
departments which he has placed in 
charge of individual managers. “Busi- 
ness men and stockholders also take 
more interest in audited elevators.” 

C. R. Saxon, Round Lake, endorsed 
Mr. Olson’s suggestions and added that 
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an efficient auditing system would point 
out improvements and changes that 
could be made to increase business, and 
that it would show directors why large 
surpluses should be kept. 

Among the resolutions adopted at the 
convention were: Recommendation to 
the legislative committee on the feasi- 
bility of protecting the elevator com- 
pany against the loss of accounts or 
grain furnished for feeding live stock, 
by legislation giving a priority lien 
against the live stock to which the grain 
and feed has been fed and that the in- 
land waterways be completed in as short 
a time as possible to give the North- 
west the needed barge transportation fa- 
cilities and ocean connection. 

Everyone made merry at the annual 
banquet, at which members of the Min- 
neapolis Grain Commission Merchants 
association were hosts. A 10-piece or- 
chestra furnished music for the occa- 
sion and abundant entertainment was 
provided. Speakers at the banquet were 
E. A. Cawcutt, president, Minneapolis 
Grain Commission Merchants . associa- 
tion; Mr. Frederickson; D. D. Tenney, 
president of the Minneapolis Civic & 
Commerce association; W. C. Coffey, 
dean of the department of agriculture, 
University of Minnesota; H. R. Sum- 
ner, executive secretary of the North- 
west Crop Improvement association; 
and “Pete” Lee, secretary of the North . 
Dakota Farmers Grain Dealers associa- 
tion. 

Many Volunteer Speakers 

Luncheons and various other enter- 
tainments were enjoyed during the 
three-day convention. A choir from the 
Minneapolis Chamber of Commerce di- 
rected by “Pete” Ingold, made a big 
hit with the convention delegates. The 
choristers sang in Norwegian, Swedish, 
and what have you, and received long 
and loud applause. 

Others who spoke during the conven- 
tion sessions were Frank Sloan, Sioux 
Falls, secretary, South Dakota Farmers 
Elevator association, and A. L. Berg, 
Baltic, S. D., president; P. P. Quist, 
Minneapolis, state weighmaster; D. P. 
O’Neil, chairman Board of Appeals; W. 
J. Kuhrt, Washington, D. C., assistant 
agricultural economist; Lars Nesheim, 
manager, A. S. of E. Farmers Eleva- 
tor Co., Montevideo, Minn.; A. O. Ue- 
land, Halstad, Minn.; Ralph Crim, agro- 
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nomist, University of Minnesota. 

Bert Milligan, Westbrook; Mr. Con- 
ley, Pelican Rapids; H. F. Skyberg, 
East Grand Forks, Minn.; C. O. Erick- 
son, Watson, Minn.; N. J. Holmberg, 
commissioner of agriculture; Mr Simp- 
son, counsel, Minnesota Farmer Grain 
Dealers association; F. S. Betz, Chi- 
cago; J. W. Shorthill, Omaha, secre- 
tary, National and Nebraska Farmers 
Grain Dealers association; Charles E. 
Eckerle; S. S. Beach, Hutchinson, 
Minn.; W. G. Boyle, manager Farmers 
Cooperative Elevator Co., Mora, Minn.; 
August Smith, Litchfield, Minn.; N. H. 
Mongeau, Elmore, Minn., and H. A. Ol- 
son, president, Minnesota Farm Bureau. 


Writing his name on a check in pay- 
ment for new clothes for the wife is 
usually the husband’s first “sign” of 
spring. 

* * * 


A LONG WINTER 


Customer: “Send up a bushel of 
ground hog feed.” 
Dealer: “Ground hog feed?” 


real maker 


VERNOX 


Worm 
Tablets 


Unexcelled for the 
elimination of both 
tape and round 
worms in poultry. 


Five 


In convenient tab- 
A good 
seller for you to 


let form. 
feature now. Write 


us for dealers pro- 
fitable sales plan. 


General 


million poultry and stock 


raisers are being directed to feed 
stores to buy their B-K. The B-K 
way of Sanitation, the result of 
nearly 20 years research, 
safe, easy way to prevent and con- 
trol diseases of poultry and cattle. 
B-K, a concentrated sodium hy- 
pochlorite, is under the supervi- 
sion of the federal government. 
You can safely recommend it to 
your customers. Display material, 
literature and special cooperation 
free of charge. Money back if not 
satisfied. 


is the 


Laboratories 


Feed Store Department 
676 Dickinson Street, Madison, Wis. 


Page Fourteen 


THE FEED BAG—MARCH, 1929 


Customer: “Yes, that same brand of 

corn meal I bought last week.” 

The traffic cop who directs you on 
the street corner is seldom able to keep 
things coming and going at home. 

* * * 
NEEDED CASH BASIS 

Nurse: “You say that financial diffi- 
culties brought you here. What was 
the trouble?” 

Patient: “I saw a feed dealer coming 
on one side of the street and I started 
to cross and happened to see his com- 
petitor on the other side. While I was 
deciding what to do a car hit me.” 

ok 
GRIEF INSURANCE 

Suspicious Looking Customer: “When 
I moved from the last town, the feed 
dealer wept.” 

Wise Dealer: “Well, I won't. 
on a cash basis.” 

CORNHAY WEEKLY NEWS 

Lem Jones, local feed dealer, has lost 
' his warehouse cat. Farmers missing lit- 
tle chicks are asked to get in touch with 
him at once. 

Hiram Nubbs is suing the company 
from which he bought hair tonic to 
make his chickens lay. 

Luke O’Reilly has quit kicking about 
tractors. Since his toe is all healed up 
his wife makes him toe the line again. 

Jud Perkins says it’s so cold that his 
bootlegger had to put alcohol in the 
stuff he brought him to keep it from 
freezing. 


I sell 


* * * 


THE LOCATION 
She: “Did I ever show you the place 
where I hurt my hip?” 
He: “Why, n 
She: “All sii we'li drive over 
there.’—Bagology. 
* * * 


FOOLISH QUESTION 


Mother: “Did that young man kiss 
you last night?” 
Daughter: “Don't be silly, mother. 


Do you suppose he came all the way 
from Buenos Aires to look at the gold 
fish.”"—Park & Pollard Scratch. 
* * * 
NO FOOLING 

Dealer: “Yes, I advertised for a boy 
about your size. Do you smoke?” 

Boy: “No, thanks. You can blow me 
to an ice cream soda if you want to.” 
—Penford News. 


| Carefully Sifted for Feed Dealer Consumption _/ 
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Eastern Federation 
Members Enjoy 
Spirited Convention 
At Binghamton 


NTHUSIASM! That was the key 
E note of the midwinter convention 

ot the’ Kastern Federation of Feed 
Merchants, held in Binghamton, N. Y., 
February 21 and 22. It was an enthus- 
iasm that is bound to carry the organi- 
zation to new heights of usefulness for 
the retail feed trade. 

President Van Derzee Ill 

In the absence of W. Sanford Van 
Derzee, Albany, N. Y., president, who 
was ill with grippe, Albert J. Thomp- 
son, Wycombe, Pa., vice-president, pre- 
sided when the convention was opened 
at 10 a. m., February 21. More than 
150 delegates had already arrived and 
the number reached about 225 by the 
noon adjournment. 

Members Promise Support 

Mr. Thompson outlined the proposals 
made by the directors at their meeting 
the night before and announced that he 
was going to ask the members to vote 
on them and if favorably received he 
would depend upon them to put them 
into action. 

“We have been prone in the past to 
depend too much on our officers,” he 
said. “The time has now come when we 
must all turn to and help to meet the 
troublesome trade problems. I ask you, 
will you do it?” 

There was a loud chorus of “yes” that 
brought a smile to his lips. | 

Mr. Thompson then appointed the fol- 
lowing committees to serve during the 
convention: 

Resolutions: Chauncey K. Conklin, 
Warwick, N. Y., chairman; Samuel 
Deuel, Pine Plains, N. Y.; and F. A. 
Wyckoff, East Stroudsburg, Pa. 

Committee to arrange plans for mem- 
bership drive: F. M. McIntyre, Pots- 
dam, N. Y., chairman; E. B. Dunbar. 
Little Valley, N. Y., and C. E. Kiff, 
Delhi, N. Y. 


Committee to select place for annual 


meeting next June: Reeve Harden, 
Hamburg, N. J., chairman; George 
Strong, Warwick, N. Y., and M. L. 


Walldorff, Olean, N. Y. 
Join U. S.C. of C. 

A letter from President Van Derzee 
was read, recommending that the fed- 
eration enroll as a member of the United 
States Chamber of Commerce. Mr. 
Walldorff spoke in favor of the proposal 


and stated that he believed we should 
be in close touch with national legis- 
lative affairs during the next few years. 
He moved the immediate enrollment of 
the federation and the vote in favor was 
unanimous. 

Fred M. McIntyre, Potsdam, N. Y.. 
was on his feet in a moment with one 
of his customary popular suggestions 
and said that the St. Lawrence County 
Feed & Coal Merchants association, of 
which he is secretary, would pay the 
annual dues as an endorsement of the 
federation and its forward looking pro- 
gram. The vote to accept was not only 
unanimous but noisy and enthusiastic. 

State Feed Quotations 

E. B. Dunbar, Little Valley, N. Y., 
president of the Mutual Millers & Feed 
Dealers association, read a resolution re- 
cently passed by that association re- 
questing the New York state extension 
department to discontinue publication of 
wholesale feed prices in its official bulle- 
tin. 

“These prices are often a month or 
more old when they reach the farmers,” 
he said, “and are misleading and often 
detrimental to harmonious relations: be- 
tween the farmers and feed merchants.” 

Representatives from New Jersey 
complained of the same difficulty and 
after a brief discussion the matter was 
referred to the resolutions committee. 

Prof. C. E. Lee, of the Beacon Mil- 
ling Co., Cayuga, N. Y., had been sched- 
uled to speak on the subject, “The Effect 
of the New York State Egg Grading 
Law on the Feed Dealer.” He was, 
however, unable to attend and L. S. Ri- 
ford ably presented the subject. 

Egg Grading Law - 

He explained that poultry farmers in 
New Jersey and Pennsylvania also suf- 
fered under the existing law and were 
losing money on their products. In part 
he said, “—The state-wide investigation 
has brought out the following points: 

“1. The present state law is not sat- 
isfactory to the producers, the dealers, 
state officials or the customers. 

“2. In practice this law has operated 
to almost stop stores from buying direct 
from the producers in most sections of 
the state. 

“3. The law has operated to the ad- 
vantage of Pacific coast and other west- 
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The presiding officer and principal speaker 
of the Binghamton convention. Albert J. 
bc at at left. Prof. F. B. Morrison, at 
right. 


ern producers and to the detriment of 
New York state and other eastern pro- 
ducers. 

“4. The unclassified grade included in 
the law has permitted unscrupulous 
dealers to entirely evade selling by defi- 
nite grades. 

“5. That storage eggs are sold under 
the same grades as fresh eggs and are 
not differentiated from fresh eggs.” 

For the above reasons, he explained, 
the prices received by eastern poultry 
producers for their eggs were much 
lower than in other states and if the 
eggs were sold by retail stores they 
were put in the unclassified grade. The 
feed merchants believed that if the law 
continued unchanged the poultry indus- 
try would seriously suffer which would 
be detrimental to the welfare of the 
feed trade. The matter was referred to 
the resolutions committee. 

A. S. Mac Donald Introduced 

A. S. Mac Donald, Boston, president 
of the Grain Dealers National associa- 
tion, appeared in the convention hall at 
this point and was immediately escorted 
to the speaker's table, where he was in- 
troduced to the delegates. Mr. Mac 
Donald was scheduled to speak at the 
banquet in the evening,,and so only 
briefly outlined the activities of the na- 
tional associaticn. 

Rexford Titus, former city judge of 
Binghamton, and a recognized authority 
on retail credit, spoke on “Credit in a 
Retail Feed Store”. The judge conclud- 
ed his address by answering questions 
on credit which will be published in 
next month's issue of The Feed Bag. 

“Class” in Advertising 

At the afternoon session David K. 
Steenbergh, managing editor of The 
Feed Bag and secretary of the Central 
Retail Feed association, conducted a 
“class” in feed store advertising, during 
which he exhibited samples of advertis- 
ing that had produced results. He gave 
advice on preparing copy, advising his 
“scholars” to be truthful and brief. 

“Write your copy with one of your 
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E. S. 
& Co. 


MINNEAPOLIS, 


Woodworth 


MINN. 


Offer a complete 
line of 


Seed Meals 


either straight 
or mixed 


cars 


ties and complete 
stocks insure prompt 
shipment. 


Grain 


We offer: 


Oats, 
Corn, 
Rye, 
Barley 


Write, wire or phone 


ATLANTIC 4593 
FOR PRICES 


Try Us. 


You will like our service 


Millfeeds 
Oil ana Cotton 


Large warehouse facili- 


and Chicken Wheat 


best prospects in mind,” he said. “Write 
it as carefully as you would a personal 
letter, thinking how you would write or 
talk personally to the man you have in 
mind. Don’t try to get results by mere- 
ly publishing your name and address, or 
hastily scribbling a few words that you 
‘guess will 

Mr. Kiff, C. A. Johnson, De Ruyter, 
N. Y., A. G. Phillips, Fort Wayne, Ind., 
Harold Hilderbrand, Schenectady, N. 
Y., and Frank J. Young, Alden, N. Y., 
were among the “scholars” who ex- 
plained types of advertising that had 
brought results to them. 

Cash Basis Praised 

The merits of a strictly cash basis 
were outlined by Mr. Young during a 
talk on advertising and provoked one 
of the most enthusiastic discussions of 
the day. 

“Instead of decreasing my business 
the cash basis has actually increased it 
about 10 per cent,” Mr. Young said. 
“Our business in January exceeded by a 
considerable margin any similar month 
in our business history.” 

H. A. Rapp, Rapp Bros., Darien, N. 
Y., was another enthusiastic cash dealer 
who found that the cash basis had in- 
creased his business. The delegates 
were intensely interested in learning of 
the cash experiments and not a few 
were heard to remark that they would 
lose no time in putting the plan into 


effect. 

Herbert J. Barndt, Reliance Feed & 
Grain Co., Binghamton, was in charge 
of the banquet and entertainment that 
attracted a record crowd to the Spanish 
ballroom in the Hotel Arlington at 7 
p- m. Mr. Deuel was master of cere- 
monies and was flanked at the speakers’ 
table by the directors of the federation. 

Banquet Pleases Everybody 

A verse of America was sung and as 
enjoyable an evening as one could want 
was under way. The song leader was 
busy every minute that the orchestra 
was not playing. O. A. Dailey & Sons, 
Binghamton, had furnished patriot hats 
and novelties. 

Toastmaster Deuel introduced Mr. 
Mac Donald who paid high tribute to 
the federation for its 13 years of activ- 
ity on behalf of the eastern trade. 

“I had heard of your federation,” he 
said,“ but this is my first visit to one of 
your conventions. I am amazed at your 
enthusiasm. It is no wonder you do 
things here. I came to give you ad- 
vice, but instead you have instructed me. 
I shall go to the next national conven- 
tion with a new zeal which is the result 
of my visit here.” 

J. Kennard Johnson, manager of the 
Binghamton Chamber of Commerce, 
gave an address that brought a rous- 
ing applause and Edwin R. Weeks, fa- 


(Continued on Page Twenty-seven) 


SWEETENED 


GLUTEN FEED 


20 % Protein 
“Builds Bigger Business” 


a conditioner and appe- 
tizer. 


Order Sweetened Douglas 
Corn Gluten Feed today 
in straight or mixed cars. 
Samples and further in- 
formation gladly fur- 
nished. 


Durham Cane Feed Molasses which is used to sweeten 
Douglas Corn Gluten Feed adds palatability, acts as 


PENICK & FORD, Ltd., Inc. 


Cedar Rapids, Iowa 


are getting 
more business with 
Sweetened Douglas Corn 
Gluten Feed. Two especi- 
ally good ingredients for 
dairy, poultry, and hog ra- 
tions are combined in a 
convenient form to add to 
any ration, whether home 
mixed or manufactured. 


One Dealer Trebled his 
business on Gluten Feed 


“For the last four years we have 
handled about a car of gluten feed 
per year, but with 1927-1928 we 
sold three cars Sweetened Douglas 
Corn Gluten Feed and have no doubt 
that our business on this feed will 
increase. Trade well pleased with 
Sweetened Douglas Corn Gluten 
Feed and enjoying a nice repeat 
Lumber & Fuel 
Co., Dane County, Wisconsin. 
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Milwaukee Selected for Convention 
Of Central Association 


Directors Engage Attorney; Plan Membership Drive, Grinding Survey 
Arbitration Committee to Investigate Complaints 


Vote Appointment of 


Central ‘Retail Feed associa- 
tion will come back to Milwau- 
kee to hold its annual conven- 
tion for the fourth time Tuesday and 
Wednesday, June 4 and 5, 1929, at the 
Plankinton hotel. 

This was decided at a special meeting 
of the executive committee of the asso- 
ciation which was held in the offices of 
the secretary, 86 East Michigan street, 
Milwaukee, Tuesday, February 12. 

Invitations to the asseciation from 
several other cities were carefully con- 
sidered, but the convention was finally 
awarded to Milwaukee. The decision to 
meet in Milwaukee again was made 
because the majority of the members 
are located at points closer to Milwau- 
kee than to any other large city and in 
consideration of the splendid hospital- 
ity which the association has always re- 
ceived from the Milwaukee Chamber of 
Commerce. 

Arbitration Board 

While the number of complaints re- 
ceived by the Central Retail Feed asso- 
ciation has not been very large, their 
consideration has taken considerable 
time of the executive committee at each 
meeting and it was, therefore, decided 
that a special arbitration committee be 
appointed to handle all complaints in 
the future. The arbitration committee 
in accordance with resolution passed by 
the executive committee, will include 
three members of the association ap- 
pointed by the president to serve for 
one year. The committee will meet on 
call of the president as often as the 
president deems necessary and probably 
not less than four times each year. All 
complaints which members of the asso- 
ciation care to make should be presented 
to the secretary of the association, as 
usual, who will in turn refer them to 
the president and to the three members 
of the arbitration committee. 

Attorney Is Engaged 

Initial plans for the convention pro- 
gram were discussed by the executive 
committee and many suggestions were 
made to Secretary David K. Steenbergh 
who was placed in charge of making 
final arrangements. Mr. Steenbergh as- 
sured the officers and directors that their 
suggestions would be carefully followed 
and therefore indications are that the 
1929 convention will be even more suc- 
cessful than the three preceding gather- 


ings. 

The executive committee reached two 
additiona! important decisions as well 
as attending to much routine business. 
Ralph J. Drought, of the legal firm of 
Drought & Drought, Railway Exchange 
building, Milwaukee, was engaged as as- 


RES. F. Kern has named 

Fred E. Parker, Fennimore 

Farmers Warehouse Co., 
Fennimore, Wis.; L. J. Hartz- 
heim, Hartzheim Fuel & Feed 
Co., Beaver Dam, Wis.; and D. 
W. McKercher, McKercher Mil- 
ling Co., Wisconsin Rapids, 
Wis., to the new arbitration 
committee of the Central Re- 
tail Feed association. 

“Mr. McKercher’ was 
named,’’ President Kern ex- 
plains, ‘‘because he is a manu- 
facturer as well as a retailer; 
Mr. Parker because he runs a 
retail business for a farmers’ 
organization and Mr. Hartz- 
heim because he is a progres- 
sive, independent retail mer- 
chant.’’ The committee will 
meet once every three months 
or oftener on call of President 
Kern, who will act as an ex- 
officio member. 


sociation attorney for the year 1929. Mr. 
Drought will furnish legal advice on 
any business problem of the association 
and its members, draft all necessary 
contracts and agreements, interpret 
same and keep the offices of the asso- 
ciation informed with respect to pend- 
ing legislation of interest to the associa- 
tion, its members and the feed industry. 
The officers of the association feel 
particularly fortunate in securing the 
services of Mr. Drought and it is ex- 
pected that he will aid materially in the 
work of the organization during the en- 
suing year. Members of the Central 
Retail Feed association, who Have legal 
questions which they wish to take up 
with Mr. Drought, are requested to 
send complete details to Secretary 
Steenbergh who will, in turn, submit 
them to the association attorney. 
Will Conduct Survey 
Secretary Steenbergh was authorized 
to make a survey of feed grinding and 
mixing problems among retail dealer- 
manufacturers in the state of Wiscon- 
sin. Many members of the association 
have complained that the rates they are 
paying for electric power are excessive 
and not in accord with rates charged 
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dealers in other communities. It has 
also been reported that several electric 
power companies are publishing adver- 
tising urging the farmer to install small 
feed grinders and advising him that he 
can make such installations and grind 
his own feed for considerably less 
money than he is now paying the feed 
dealers for the work. 

Just how the survey will be conducted 
has not been decided, but an effort will 
be made to discover just what rates all 
the various dealer-manufacturers in 
Wisconsin are paying for their power, 
what equipment they are using for 
grinding and mixing and what particu- 
lar problems confront them with re- 
spect to grinding and mixing in their 
particular localities. Report of the find- 
ings of the survey will be made to the 
executive committee at its next meeting 
and possible future action will be deter- 
mined therefrom. 

Plan Membership Campaign 

The executive committee also decided 
to continue the association’s plan of 
holding district meetings in various cit- 
ies and towns throughout the territory. 
The holding of district meetings 
through the winter has been seriously 
handicapped by snow blocked roads but 
the meetings will be resumed as soon as 
the roads are again passable. Plans for 
a membership campaign to be conducted 
during April and May were also ap- 
proved end details of the campaign 
which will include a contest among the 
membership will be announced next 
month. 

A resolution extending thanks to 
Harry Hunter, manager of the Milwau- 
kee plant of the Chase Bag Co., was 
passed by unanimous vote of the execu- 
tive committee. Mr. Hunter had pre- 
viously donated bags for mailing cuts 
of the association emblem to all mem- 
bers of the organization as they pay 
their 1929 dues. 

The executive committee meeting 
convened at 10:00 a. m., and was con- 
tinued through the lunch hour, adjourn- 
ing at 3:30 p. m. Those in attendance 
were: President F. Kern, Sparta, Wis.; 
Vice: President Gus. Nietmann, Sullivan; 
Wis.; Treasurer John A. Becker, Mon- 
roe, Wis.; Director J. L. Kleckner, 
Neillsville, Wis.; Director D. W. Mc- 
Kercher, Wisconsin Rapids, Wis., and 
Secretary Steenbergh. 
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Miracle King Sweet Feed Unit 


A new and complete SWEET FEED 
SYSTEM at a very moderate price. 


Making your own sweet feeds will give you a greater profit than any other kind of milling. 


If you are already running a feed mill here is the way to more than double what you are 
now making. 


MIRACLE KING CUSTOM UNIT—Price only $1375.00 


One room, one man, one belt, self-contained. 


If you already have a feed grinder you will only need the Molasses Process, which is 
sold separately for only $950. 


The Miracle Molasses Process has proven remarkably successful all over this country. 


It is operating at several points where the temperature this season has been from 30 
to 40 degrees below zero. 


It makes better molasses feeds than can be made in any other way. The molasses is 
thoroughly rubbed into the feed, not just plated on the outside as does the hot process. 
Feed made by this process comes out dry and does not cake in the bag. It is simple. Any 
intelligent man can make the best of sweet feeds. Here is the biggest money making pro- 
position ever offered the feed miller. It will put you far ahead of your competitors. It 
will bring you the business you have been trying to get. 


Write at once for our booklet just off the press ‘THE MIRACLE KING SWEET FEED 
UNIT”. 


THE ANGLO AMERICAN MILL COMPANY 


THE WORLD’S LARGEST BUILDERS OF GRAIN GRINDING MACHINERY 
270-300 KENNADAY AVE. OWENSBORO, KY. 
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Tri-State Grain Men 
Hold Discussion 


On Feed 


Problems 


At Convention 


in testimony of the increasing im- 
portance of this business to the 
grain elevators of Minnesota, was given 
considerable attention at the annual 
meeting of the Tri-State Country Grain 
Shippers association at the Nicollet ho- 
tel, Minneapolis, February 21. 
Feed Dealers’ Complaints 
F. E. Crandall, Mankato, Minn., pres- 
ident of the organization, referred to the 
problems of the feed dealers as follows: 
“Complaint has been made by a num- 
ber of our members who handle feeds 
of the unfair competition to which they 
are subject because of direct shipments 
to consumers. Grain dealers selling 
feed are obliged to keep a stock of feed 
on hand, they must possess equipment 
for handling it, and must pay the salary 
of a man to be on hand at all times to 
take care of the local demand, and it 
would seem as though they were en- 
titled to some consideration from the 
wholesalers of feed and not be subject 
to the unfair competition of direct ship- 
ments. 


feed and other side lines, 


“In nearly every. other line, jobbers 
and manufacturers protect their custom- 
ers. This is notably true in the coal 
business and it is difficult to see why 
at least some measure of protection 
cannot be extended to the dealers by 
the jobbers of feed.” 


Operate on Cash Basis 

The importance of handling feed and 
other side lines on a cash basis was 
emphasized in a discussion participated 
in by several members during the after- 
noon session. 

“The first side line I would like to 
encourage is the ‘Cash Line’,” said 
George P. Sexauer, Brookings, S. D. 
“The side lines are not as profitable as 
they appear. We are trying to handle 
them without a fair margin of profit. 
Conditions have changed. 

“To make a profit on mill feeds we 
have found it necessary to buy early. 
The margin of profit is too small. Ele- 
vators are more charitable institutions 
than business institutions. 

“We should operate on a cash basis. 
The margin of profit on any side line is 
so small that we cannot afford to take 
the chance of putting purchases on the 


book and eventually losing on them.” 

“Get the cash, that is the important 
thing,” continued H. W. Speight, Red- 
field, S. D. “The next thing is to sell 
yourself on what you have, then it will 
not be a hard matter to sell your cus- 
tomers. The feed mill has been a very 
profitable addition to our business. We 
handle feed in bulk, and also handle 
cemmercial feeds which are a_ good 
source of profit if properly pushed.” 

C. A. Nachbar, Mankato, Minn., sug- 
gested that coal is a profitable side line 
for elevators to handle, and W. H. 
Richardson, Elgin, Minn., discussed a 
commercial fertilizer. 

“It’s a side line,” he said, “that not 
only pays a profit to the elevator but to 
the farmer in his harvested crop. Spend- 
ing $2.00 an acre for fertilizer wil! ma- 
ture corn earlier and increase the yield.” 

The following resolution urging bet- 
ter profit margins for retail feed stores 
was passed just before the convention 
adjourned: 

New Feed Group Suggested 

“WHEREAS, There is a great need 
of mill and dairy feed retail stores 
throughout the territory covered by our 
association, due largely to the steady in- 
crease in dairying and stock raising, 
and, 

“WHEREAS, That many of. the 
wholesalers are not recognizing the 
splendid service that retail feed stores 
are rendering, it frequently happens that 
in many towns no retail stocks are car- 
ried, and consequently small buyers are 
unable to supply their needs, and, 

“WHEREAS, Our association feels 
that on account of the tacilities pro- 
vided and stocks carried by retail feed 
dealers, they should be entitled to a 
more reasonable basis, such as is now 
in effect in other lines of business, 
namely, the coal and implement busi- 
ness. 

“RESOLVED, That our membership 
give serious thought to the formation 
of‘a Tri-State Feed Dealers association 
which will give assistance and protec- 
tion to the feed business similar to that 
given to coal and implement dealers’ 
associations.” 

The morning session of the conven- 
tion was opened with President Cran- 
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Walter G. Haertel recently resigned his posi- 
tion in the feed department of the Washburn 
Crosby Co. to become actively indentified with 
his own firm, the Haertel Co., Minneapolis, 
of which he is president. The Haertel Co. 
does a feed jobbing business, has a mill at 
Shakopee and operates a line of retail feed 
stores in Minnesota. 


dall’s address. He discussed legislation 
both at Washington and at Minnesota, 
in addition to talking about feeds. He 
urged continuation of opposition to the 
McNary-Haugen bill and its features 
either with or without the equalization 
fee, commented on the uncertainty with 
respect to President Hoover’s plans for 
helping the farmers, and told of the 
efforts to defeat the Capper-Dickinson 
and Caraway bills before congress. 

A bill before the Minnesota legisla- 
ture aimed at chain stores, but which 
may hurt line elevators and feed deal- 
ers with more than one station, was 
brought to the attention of the conven- 
tion. President Crandall concluded his 
address by commenting on the unfair 
way in which grain men suffer because 
of the present lien laws. He suggested 
that it might be a good plan if farmers 
could be compelled to advise grain ship- 
pers of any liens on the grain when 
offering it for sale. 

Association Finances Improved 

E. H. Moreland, Luverne, Minn., sec- 
retary-treasurer of the organization, re- 
ported a slightly larger balance in the 
treasury than at the time of his report 
the year before. This indicated that 
the association has been living within its 
income, for which the officers were gen- 
erally complimented. 

B. P. St. John, Worthington, Minn., 
was appointed chairman of the nomin- 
ating committee, Mr. Nachbar chairman 
of the auditing commitiee, and Mr. 
Speight chairman of the resolutions 
committee. 

Many suggestions were advanced with 
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can save cus- 

tomers the ex- 
pected death-loss, 
constant care and 
worry of raising 


baby chicks. 


Advise them to 
feed START-ALL— 
the new Chapin 
Kernel feed for 
baby chicks. 


Every Start-All Kernel is alike. 
Each contains its proper share of the 
17 feeds and minerals that are steam- 
cooked, toasted, screened and, just 
before shipment, mixed with pure 
cod liver oil. 


After first week, only feeding-care 
is to fill hoppers when empty. No 
more alarm-clock rising or sticking 
to time-schedule feeding. 


No mixing of wet or dry mashes; 
no feeding of scratch. No feeding of 
green feed or grit. No adding of cod 
liver oil, tonics or anything else. 


‘Accurate records kept by flock- 
owners, show that Start-All grows a 
chick to six weeks at a cost of from 
6 to 7} cents. 


Al! flock-owners report that, more 
important than low feed-cost, is the 


reduced mortality and 
freedom from sticking to 
feeding schedule. 


Chapin Kernels have 
now been fed ‘‘around the 
circle.”” The baby chicks, 
fed on it a year ago, are 
now active’ egg-layers. 
Flock-owners, everywhere, 
report unfailing success 
with Kernels. 


The three feeds, that 
make it possible for the 
feed-merchant to supply 
his customers with Chapin 
Kernels, ‘‘from chick to 
laying-hen,”’ are: 


START-ALL 
GROW-ALL 
LAY-ALL 


Start-All and Grow-All are made 
in form of small Kernels and are 
alike except that Start-All contains 
cod liver oil. Lay-All is made in 
Kernels twice the size. 


Send for samples and circulars. 
Chapin Kernels is the one feed on 
the market that your competitors 
cannot imitate with a “‘just-as-good”’ 
feed at a lower price. 


Nine leading poultry journals are 
telling the story of Chapin Kernels 
every month — urging poultrymen 
to ‘“‘ask your feed-store man’’. 
It will pay you to secure the ex- 
clusive sale of Chapin Kernels in 
your territory. 


CHAPIN & COMPANY 


327 S. La Salle Street, Chicago 
MAKERS OF UNICORN DAIRY RATION FOR 23 YEARS 


PHealth- giving? 
Growth making: 
Labor-saving! 


- ton for the .ensuing year. 
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the idea of increasing membership in 
the association and on motion of Mr. 
Richardson, each member is pledged to 
bring in one or more additional mem- 
bers before the next annual convention. 
On motion of Mr. Nachbar, the officers 
were instructed to appoint a committee 
of five to meet soon and devise other 
means of extending the association. 
Suggestions From Sumner 

The afternoon session was opened 
with an address by H. R. Sumner, ex- 
ecutive secretary of the Northwest Crop 
Improvement association. Mr. Sumner 
urged dealers to help in improving the 
quality of wheat raised in their locality 
and suggested a close personal contact 
between the elevator man and his pa- 
trons with the further suggestion that 
the dealer work in closer harmony with 
the county agent. These suggestions 
should be taken to heart by all grain 
and feed dealers with. respect to all 
phases of their work. 

The afternoon speakers included 
Robert Black, United States Department 
of Agriculture, Mr. Grahm, Minnesota 
state boiler inspection department and 
Mr. St. John. Discussions following the 
various talks were widely participated in. 

Resolutions asking that county agents 
be kept out of commerce, opposing. the 
Capper-Dickinson and Caraway bills, 
and commenting on trade stands with 
respect to pressure tank inspectica, 
smut, ergot in rye and new seed varie- 
ties were passed. 

Speltz Elected President 

Arthur Speltz, Albert Lea, Mitn., 
was elected president of the organiza- 
Other of- 
ficers are C. E. Dittes, Beardsley, Minn., 
first vice-president and M. King, Sioux 
City, Ia., second vice-president. For 
directors: John Dill, Wabasha, Minn.; 
August Evert, Kennedy, Minn.; W. H. 
Richardson, Elgin, Minn.; F. E. Cran- 
dall, Mankato, Minn.; C. A. Quambert, 
Belle Fourche, S. D. 


FARMERS FEED .& FUEL CO.,, 
Burlington, Wis., at their annual meet- 
ing recently reported a successful year 
of business. William Roberts and Hen- 
ry Wehmhoff were reelected directors 
and Fred Uhen, Jr., was elected a direc- 
tor to succeed the late Henry A. Runkle. 
All the officers were reelected and in- 
clude Wm. J. Bauman, president; Wm 
Robers, vice-president; Henry Wehm- 
hoff, secretary, and Frank Bohnsack, 
treasurer. 


PRODUCERS & CONSUMERS 
CO., Genoa City, Wis., has been incor- 
porated with a capital stock of $35,000 
to deal in flour, feed, coal and salt. 
The incorporators are R. Guptill, A. 
Guptill and G. Schuette. 
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Cash Basis Adopted by 14 Firms 


In Janesville District 


Movement Sponsored by Local Retail Feed Dealers Association 
K. R. Seiler, Red Wing, Minn., Also Bids Adieu to Credit Burden 


Retail Feed Dealers Association 
of Janesville and Vicinity changed 
their method of selling feed from a cred- 
it to a strictly cash basis, effective Feb- 
ruary 15. 

Steps to consummate this progressive 
action were started immediately follow- 
ing a talk on “How the Cash Basis is 
Working,” delivered by David K. Steen- 
bergh, managing editor of The Feed 
Bag, at a regular meeting of the asso- 
ciation held at the Chevrolet club, Janes- 
ville, Wis., January 9. 

Plans Made By Committee 

Dealers interested in making the 
change held several subsequent meet- 
ings and the dealers’ agreement and an- 
nouncement of the new policy which 
each dealer made to his customers was 
finally drafted by a committee including 
W. J. Owen, Footville; Fred Wendt, 
Milton Junction; Gene Foley, Clinton; 
Harold Green, Janesville and Ray Far- 
ley, Janesville. 

The 14 firms which signed the agree- 
ment and made the change are: W. J. 
Owen Lumber Co., Footville; James O. 
Forrestal, Afton; Ladish-Stoppenbach 
Co., Milton Junction; Milton Junction 
Lumber Co., Milton Junction; T. A. 
Saunders Co., Milton; Graham & Far- 
ley, Janesville; Doty’s Mill, Janesville; 
Knopes & Peck, Janesville; Johnson & 
DeLong, Avalon; Wisconsin Grain Co.. 
Tiffany; C. W. Irish, Clinton; Associ- 
ated Farmers Co., Clinton; Don Claw- 
son, Big Foot, Ill., and Andrew & Lumi, 
Sharon. 

The dealers’ credit agreement signed 
by the cash basis firms of Janesville 
and vicinity is the most complete of all 
which have been used to date and is 
published herewith in full for the bene- 
fit of dealers in other sections of the 
country who may be considering the 
same proposition. 

“DEALERS CREDIT AGREEMENT 

“The undersigned agree to conduct 
our business on a CASH BASIS with 
the following limitations: 

“TI. In case of a joint account, if only 
one of the parties is present at the time 
of the transaction the balance of this 
account may be left open—providing 
suitable credit has’ been established. 

“II. In case of selling anything to 
the Public Schools, Villages, Churches, 
etc., these may be left open until oppor- 


Pr Fee member firms of the 


tunity to collect. 

“BY CASH MEANING: Legal cur- 
rency; checks; post dated checks; notes. 
Post dated checks and notes to be left 
to the discretion of each individual deal- 
er. 

“BY SUITABLE CREDIT MEAN- 
ING: (See No. 1)—The party not pres- 
ent must have a signed Credit Privilege 
Agreement on file with his dealer. In 
no case are these to be carried longer 
than thirty (30) days. Following is the 
Credit Privilege Agreement ap- 
proved by the Committee: 

“CREDIT PRIVILEGE AGREE- 

MENT 
“Date 

“For the privilege of establishing fu- 

ture credit agree to pay 
the amount of———————— 

account when presented for payment. 
“(Signed) 

“Further: There shall be a commit- 
tee of three elected by the dealers sign- 
ing this agreement with authority to 
investigate all complaints arising among 
the members relative to Credit Agree- 
ment. This agreement to become ef- 
fective February 15, 1929 and to be in 
force unti! February 30, 1930. 

“Having a complete understanding of 
the foregoing the following dealers 
agree to abide by this agreement and 
herewith affix our signatures:” 

The. announcement made to custom- 
ers cf the various firms concerned is 
also published in full herewith: 
“CHANGING TO A CASH BASIS 

“To our Customers: 

“Because of the continued high cost 
of doing business and because it is im- 
possible to longer withstand the burden 
of carrying outstanding accounts the 
dealers herein listed have decided that 
beginning March 1, 1929, their business 
will be conducted on a STRICTLY 
CASH BASIS. 

“By doing so we will accomplish sev- 
eral things: (1) Reduce operating ex- 
penses; (2) Eliminate collection costs; 
(3) Reduce interest charges on_ bor- 
rowed capital; (4) Our service to you 
will be improved and will also enabie 
us to sell on a closer margin, which 
will mean a saving to you. 

“Also, it will remove from those who 
are fair and prompt in their dealings the 
Icad of carrying those who are slow 


(Continued on Next Page) 
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R. SEILER, Red Wing Feed 
K & Seed Co., Red Wing, Minn., 

® writes: “Enclosed find $2.00 for 
The Feed Bag for a year. I like your 
paper very much and if it never does 
me any further good, it has at least 
given me courage enough to go on a 
cash basis. Good luck to you.” ' 

The firm sent out notices announc- 
ing going on a cash basis February 1. 
The notice reads, “For the many years 
that we have been in business, it has 
been our policy to extend a general and 
unlimited amount of credit, which is get- 
ting to be such a burden that we cannot 
continue as we have been doing. 

“Last February we attempted to cor- 
rect the situation by limiting the credit 
accounts to 30 days, but the past year’s 
experience has not been the most satis- 
factory in this respect: We find our- 
selves with a great deal too much money 
on our books at the beginning of the 
year. No merchant can extend even a 
moderately guarded credit and avoid 
its bad effects upon his business. 

“Another thing is that in the past we 
have been unfair to a portion of our pa- 
trons. <A certain percentage of them 
have bought strictly for cash or on a 
very limited credit. They have been 
compelled to pay the same. prices as the 
rest, when they, in reality, are the back- 
bone of every business and help the 
dealers carry the rest. Some of you 
may suggest that we make a differen- 
tial in price between a cash and charge 
customer, but there are so many bad 
features in connection with this system 
that it is not advisable. 

“We believe that on a cash basis we 
can operate more efficiently, reduce 
overhead, and that it .will reflect in 
lower prices. Having arrived at this 
conclusion, we have decided to go on 
a cash basis on and after February 1, 
1929. 

“We feel certain that this change of 
policy will eventually, if not at once, 
operate to the advantage of our patrons 
and ourselves. If you entertain a dif- 
ferent opinion on this subject than here- 
in expressed, give us an opportunity to 
talk the matter over with you and give 
us the benefit of your view as to the 
change in policy. 

““We certainly appreciate your good 
will and patronage and in changing our 
business to a “Cash Basis” we are doing 
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so only for our mutual benefit. 

“P. S. For those who send for feed 
by truck, our policy will be the same 
as in the past, except that we will re- 
turn an invoice with the driver, for 
which we will ask you to mail us a 
check.” 

R. O. WHIPPLE, Tomahawk, Wis., 
has purchased the interest of his part- 
ner, Art Searl in the Art A. Searl feed 
business and has changed the firm name 
to R. O. Whipple. His announcement 
of the change to The Feed Bag was 
accompanied with a check for $10.00 
for his 1929 dues in the Central Retail 
Feed asoociation. 


(Continued from Preceding Page) 
and forgetful. While it might work a 
slight temporary hardship on a few, it 
will be only a matter of a short time 
until the readjustment is made which 
will be a distinct benefit to all. 

“Believing that any fair minded per- 
son will agree with us that since we 
are forced to conduct the buying end of 
our business on a CASH BASIS, it is 
no more than right that we conduct the 
selling end on the same basis. 

“It is with the desire to be perfectly 
fair to all that we are sending out this 
letter so it will find no one unprepared 
when the above date arrives, as we can- 
not make exceptions.” 


—and, Now 
INTERNATIONAL 


Health Turkey Rations 


W hat it means to dealers 


International Dealers are making money on the 
complete line of scientifically balanced Interna- 


tional feeds for all farm animals and poultry. 


If 


you are interested in doing a bigger feed busi- 
ness, write for our dealer plan. 


INTERNATIONAL 


Health Poultry Mashes_ 


INTERNATIONAL SUGAR FEED CO., 
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The following additional information 
about the change to a cash basis at 
Janesville is included in a letter to The 
Feed Bag from Ray Farley, Graham & 
Farley, Janesville, president of the Re- 
tail Feed Dealers Association of Janes- 
ville and Vicinity. Mr. Farley says: 

“The agreement is not binding on 
those who carry lumber and coal but 
optional. Some intend to include their 
coal business on a cash basis the same 
as feed. We intend sending the an- 
nouncement to our customers and pub- 
lishing it in the local paper. We. wil! 
also post large signs announcing that 
we sell feed only on a strictly cash basis 
in our place of business. 

“The Retail Feed Dealers Association 
of Janesville and Vicinity will have a 
meeting about the middle of March and 
then, no doubt, our secretary will re- 
port to you how the dealers like the 
movement. We greatly appreciate and 
thank you for the assistance given us 
in this matter.” 


ARTHUR GODFREY, Granada, 
Minn., has’ installed a feed mill. 


HARLAND FLOUR & FEED CO., 
Zumbro Falls, Minn., has installed a 
feed mill. 


C. F. KIESER, Toledo, who resigned 
as president and generai manager of 
Kasco Mills, Inc., Toledo, December 15, 
has organized the National Merchandis- 
ing Co., for the purpose of distributing 
nationally known feed prceducts. The 
firm has been appointed selling agents 
for Kraco milk sugar feed, a new milk 
product for poultry feeding containing 
65 per cent sugar of milk, manufactured 
by the Kraft-Phenix corporation, Chi- 
cago. A description of Kraco and its 
uses has been prepared in pamphlet 


‘form and Mr. Kieser will send a copy 


to anyone on request. 


KING MIDAS FEEDS 

King Midas Mill Co., Minneapolis, is- 
sued its first weekly quotation sheet 
February 21, giving the prices on a new, 
complete line of commercial feeds. 

H. E. Kuehn, manager of the feed 
department, in a letter to The Feed 
Bag, says, “With our large mixed car 
business, we have long felt the need 
of a line of feeds of this kind to supply 
our customers. We are very well 
pleased with the reception our first quo- 
tation sheet received, and the business 
that came to us during the first few 
days was very gratifying.” 

The King Midas line of feeds includes 
poultry, dairy, calf, hog, wheat mill and 
ground feeds, grains of all kinds, corn 
gluten feed, cottonseed meal, crushed 
oyster shells and linseed oil meal. 


Dealer, County Agent 
Have Common 


Mission In 


Promoting 


Farm Welfare 


By R. B. Pallett 


Farm Agent, Milwaukee County 


fluence on general farm practices. 

The feed store is a meeting place 
for poultrymen and dairymen. The feed 
man often acts as judge and jury in 
friendly disputes and arguments in the 
store. 

Some feed dealers have a background 
of farm experience to make them in 
some instances of real value in an ad- 
visory capacity. 

It is my experience that in many 
cases the dealer is in close touch with 
results of nutrition studies from 
the state experiment station. This feed- 
ing data is used to advantage in recom- 
mending feeds that are not only econo- 
mical but will produce results. 

Feeds Must Pay 


Mashes and mixtures sold and recom- 
mended must produce results on the 
farm as well as pay a fair profit to the 
dealer if he is to $tay in business. 


dealers have considerable in- 


The chief duty of a county farm agent 
is in the dissemination of information 
relative to practical and profitable im- 
proved farm practices. These improved 
practices are not only proved by experi- 
ments at the state experiment station 
but also demonstrated in the immediate 
environment of the farm itself. 

In the old days, improved ways of 
doing things were discussed with indi- 
vidual farmers. The county agent was 
an itinerant teacher. He now sponsors 
group meetings which make it possible 
to reach far more folks in much less 
time. These group meetings, too, are es- 
pecially fine because of the exchange of 
ideas between farmers as well as with 
the extension specialist or county agent. 

The county agent surely desires the 
cooperation of feed dealers in further- 
ing the end of greater use of improved 
practices, and the dealer, who is on the 
job and truly interested in the patrons’ 
welfare, is desirous of keeping in touch 
with the trend of things in the newer 
farm life, through the county agent. 
The county agent can’t afford to disre- 
gard the numerous contacts the dealer 
has with many farmers and the possi- 


bility there of joint service. 
way, the dealer should, and often does, 
request informational data relative to 
feeding principles and practices, spray 
programs, equipment and fertilizers. 

There was a time not so long ago 
when dealers often thought the county 
agents were knocking their business in 
the sales of certain feeds or mixtures. 
County agents do, and properly too, 
boost ingredients which have been 
proved to be worthwhile and economi- 
cal, and also tell the truth about feed 
stuffs that are shown to be impractical 
and unprofitable. 

Farmers and stock men have many 
times criticized county agents for so 
much as stopping to chat with a dealer 
and even, in some cases, accused him 
of working in the interests of the dealer. 
The present tendency of the dealer to 
follow the results of experimental and 
demonstrational work of cooperating 
agencies has, to some extent, done away 
with the farmers’ distrust. 


Recommends Conferences. 

In my opinion, county conferences 
between dealers and agents should be 
held. At such a conference, a state feed 
specialist should be present. The farm 
agent could tell the dealers about the 
projects to be furthered within the 
county and goals to be sought. The ul- 
timate object of all projects is to show 
the way to better farming along some 
definite line. Dealers can help in the 
program. 

The specialist could give a review of 
the newer things in nutrition and answer 
questions which may arise. It is my 
understanding that such conferences 
have been held in some counties of Wis- 
consin and with success. 

When the dealers are familiar with 
the program of agricultural development 
in a county, they often willingly adver- 
tise extension meetings, and encourage 
farmers to attend. Attendance and 
quality prizes have sometimes been of- 
fered by dealers for county agent ex- 
tension meetings within this county. 

On one occasion upon visiting a feed 
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In a like 


One of the 14 retail stores of Janesville, 
Wis., and vicinity which recently decided to 
sell all feed on a strictly ‘‘cash basis’’. 


dealer in the county an opportunity for 
a poultry culling demonstration arose. 
A farmer had stopped for feed and had 
a crate of cull poultry on the truck. 
The dealer asked him if he was sure 
he had thrown out the right ones and 
the county agent was asked to handle 
the birds. A group of waiting feed buy- 
ers stood by, very interested, while the 
agent went over the culling factors on 
the various birds. It was a helpful dem- 
onstration both for the dealer and the 
farmers. 

Within this county, too, dealers have 
supplied feed constituents for demon- 
strational displays on home-mix rations. 
The county agent labeled the various in- 
gredients of the ration as to variety and 
amounts, and laid out the displays for 
group meetings. The dealer was truly 
unselfish in this, in that his name or the 
name of the firm was not shown or 
given. 

Dealers Should Boost 

On numerous occasions within the 
state and county, dramas and dialogues 
have been given on better feeding and 
management of poultry and dairy ani- 
mals without mention of particular feeds 
or concerns. This sort of thing I feel 
is mutually helpful. 

Another instance of like benefit is 
when the dealers not only boost dairy 
herd improvement associations but dis- 
tribute bulletins and reports relative to 
this important work. Instructional state 
bulletins on various subjects are at the 
disposal of feed dealers and many use 
and distribute them. 

Truly, the dealer cannot afford to 
disregard to contact the county agent 
on matters relative to better feeding 
practices and principles, as well as other 
farm management problems. Likewise 
the farm agent can spread his helpful- 
ness considerably by keeping in touch 
with the unselfish feed dealer who is 
truly interested in better rural life. 
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Nothing Pays Like Quality 


Manufactyrer 


The Wisconsin Department of Agriculture 


FEED REPORT JAN 141979 


Meat Scraps, 


Give laboratory No. in referring to this report. 


Laboratory ot to be G ood—m u st 
| Frow Extract be oO Ww in fat a n d 

Found 6-40 high in protein. 


In charge of Feed Inspectior 


Read the story. 


La Budde Feed & Grain Co. 


MILWAUKEE DISTRIBUTORS WISCONSIN 


Why low in fat 


The gradeof grease or Fat foundin Meat Products is a rancid soap grease that 
does not have the sweet, fattening qualities that are found in the fat of grain 
feeds. It has no feeding value, and from the standpoint of feeding is very un- 
desirable. Excessive amounts of grease or fat are very harmful to Poultry, it 
causes not only bowel troubles and disorders, but leads to fatty degeneration 
of the liver. Since it is harmful—Meat Scraps, to be good—must contain a 
minimum of fat. The extraction of fat requires very expensive mechanical 
equipment and is hardly available to the average small rendering concern. 


Darling and Co. are the largest manufacturers of Meat Scraps in the world. 
Their machinery and methods of extraction cannot be equaled. This fact is 
well established by Bulletins 78-85. Read these bulletins. You will find that 
the average Fat analysis on all Meat Scraps (other than Darling’s) runs 
anywhere from 10 to 18%. DARLING’S MEAT SCRAPS HAVE BEEN 
FOUND TO CONTAIN ON AN AVERAGE LESS THAN 54%. 


If the regulations covering Feeds provided for a minimum fat guarantee on 
meat feeds, the same as on fibre it would be far more satisfactory and less 
misleading, because it would give the user of Meat Scraps a better idea as to 
the quality of the product he is buying. 


High in protein! 


Animal protein is protein that builds. Darling’s Meat Scraps have been 
found to average close to 55% Protein, and is perhaps the reason why the 
largest users of Meat Scraps in the United States buy only Darling’s Meat 
Scraps—and pay for them on a Protein basis. Nothing goes into Darling’s 
Meat Scraps but clean trimmings from fresh meat—the material is always the 
same, it is hand picked and sorted, and through a superior Process results in 
a product that is always uniform. 


When you handle Darling’s Meat Scraps—you are handling the best the world 
produces—a fact that has been acknowledged by large packers who long since 
have spent much time and money in an effort to equal the quality. 


The danger of excessive Fat in Meat Scraps is not alone in feeding, but the Meat Scraps are liable to go rancid, 
causing not only trouble and inconvenience, but large financial losses to Dealers. More than one Wisconsin 
Dealer has had this experience. 
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Handle Feeds That Will Produce 
Profits for Your Patrons | 


Dealers Urged to Concentrate on Fewer Brands and to Push Them 
Thorough Knowledge of Product, Feeding Methods Also Essential 


By F. Kern 


President, Central Retail Feed Association 


OW can I build a better feed 
H business: 


Not one, but a thousand feed 
dealers over the vast area infested with 
parasites known as feed dealers, have 
asked themselves this question and have 
given the matter real serious thought. 
Some have found the answer; some 
never will. 


Feed Business Changed 
In my opinion, if there is a business 
operating today where the man at the 
head needs real knowledge of his busi- 
ness, it is a man at the head of a real 
feed business. 


Some 30 years ago, or less, when 
bran, oil meal, middlings, ear corn and 
oats comprised a complete list of feeds 
for country feed dealers, way back before 
the cows ever heard how appetizing the 
Grade-A to Grade-X dairy feeds were, 
when cows furnished their own appe- 
tites, when cows had calves without 
goiters and sows had litters of pigs that 
were not hairless, when hens ate and 
relished the feeds raised on the farm and 
knew nothing of the meaning of the 
terms, scratch, mash, starter, litter, be- 
fore baby chicks were raised on oat- 
meal, back when hens only had to lay 
two dozen eggs a year to hold a record, 
and when horses ate good old fashioned 
hay, oats and ear corn, there was little 
to disturb the so-called feed dealer. Now 
it is different. 

Every 50 barrel mill in the country 
has gone into the dairy feed business. 
They have trade-marked their product, 
arrived at an analysis, have imagined 
what it will do for the cow, or the horse 
or the hog through some superhuman 
intelligence prevalent in millers and 
milling companies, and are marketing 
this or that feed, covering barns, bill- 
boards and roadsides with their adver- 
tising, guaranteeing 20 bottles or quarts 
of milk more from a sack of their feed 
than from a sack of the farmer’s own 
grain. 

Others advertise that a pound of Pig- 
N-Hog meal will make a pound of pork, 
cr some other exaggerated statement, 
and naturally we want that particular 
feed in our business. But, another mill 
discovers another formula containing 
certain minerals that will build and 


maintain the body and frame of the cow 
and assist her in growing the calf with- 
out a goiter, prevent abortion, and will 
increase her production and cut the feed- 
ing cost, and of course we want the 
agency for that feed too. Then some 
mill decides that every farmer ought to 
buy feed with an open formula, telling 
all the quantities of the various dozen 
or more ingredients in the sack, though 
there is no chemist yet wise enough to 
test and tell us definitely how much of 
any ingredient the feed contains, but 
naturally we want it because the idea of 
an “open formula” is going to appeal 
to the farmer. 

And then, there are the various Pig- 
N-Hog feeds that cut the cost of pro- 
ducing pork in the same ratio that the 
packers cut the price. There are poul- 
try mashes with buttermilk and others 
with cod liver oil in them and_ still 
others with cod liver meal in them, and 
there are just literally thousands of the 


different formulas and feeds that 30 
years ago, when we were boys, had 
never been discovered nor heard of. 


Running a country feed business was a 
comparatively easy proposition. It is 
different now. Now a feed dealer needs 
first of all to have been a farmer and 
a feeder where he has learned some- 
thing of production—the natural process, 
to enable him to analyze and apply the 
practical suggestions now “on the air” 
relative to feeds and feeding, to assist 
him in helping the feeder of today to 
know what is the profitable feed or feeds 
to buy for PRODUCTION AT MINI- 
MUM COST. 
Handle Too Many Brands 

But we feed dealers are a sympathetic 
class and we feel sorry for almost every 
feed manufacturing concern and_ his 
salesmen and we buy nct one, but just 
as many of the various concoctions as 
our storage and our checking account 
will permit. We proceed to “corner” 
every feed on the market, knowing noth- 
ing of their merits until we have tried 
them out on the cow, and many of them 
sell better the less we know about them. 
The point is, we handle so many dif- 
ferent feeds with so little knowledge of 
their merits or demerits, instead of get- 
ting a good, tried and proven product 
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and concentrating on that feed and let- 
ting our competitors have the others. 

Make a study of the feeds you sell 
and be in a position to correctly advise 
your customers who depend upon you 
to know what is the best and most eco- 
nomical feed for them to buy from the 
standpoint of production. If we will 
take enough interest in our patron to 
learn his conditions and learn to couple 
that information with accurate feeding 
information that will assist our patron | 
to produce more for less production 
cost; inspire his confidence and then 
merit it, we will have less concern about 
a bigger and better feed business. 


Recommends Proved Feeds 

How many times are we asked “What 
is the best feed for me to buy”? How 
many recommend a mixture of bran, 
oilmeal, hominy and gluten to mix with 
the farmer’s corn and oats or corn, bar- 
ley and oats? Not one of a hundred. 
Why? Why do we persistently recom- 
mend some dairy feed that we know 
nothing about, except that gleaned from 
the ._manufacturer’s own literature, in 
preference to bran and oil meal, when 
we know there is not a dairy feed of- 
fered today that its manufacturer does 
not boast of his feed containing bran 
and oil meal. 


I am making no claim that commer- 
cial mixed feeds are all wrong. On the 
contrary, those that have been proved 
by actual test over a period of years to 
have merit in proportion to the price, 
have undoubtedly saved feeders many 
a dollar. But we as dealers are trying 
to carry all of them for a selfish pur- 
pose, forgetting that if we are to pros- 
per, we must be of real service to our 
patrons and must help them to make a 
profit on what they buy from us. If we 
can do this, our business will grow and 
build a bigger and better feed business. 

Having built a business that, in less 
than ten years, did a business of more 
than a million dollars following the plan 
outlined in this article, I have faith that 
I am correct in theory as well as in 
practice. I have served my apprentice- 
ship on the dairy farm and having been 
engaged in the milling and feed business 
more or less for the past 30 years, I 
am not just blowing bubbles. 
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When 1n the Market for 


Rolled Oats 
Steel Cut Oats 
Whole Oat Groats 
Feeding Oatmeal 
Pulverized Oats 
Pulverized Barley 


Give us an Opportunity to Figure with You. 


We are in Excellent Position to Furnish Straight or 
| Mixed Cars. Can also Supply in Less than Carload 
| Lots as we carry Stock at Several Shipping Points. 


SHEFFIELD ELEVATOR Co. 


MINNEAPOLIS, MINN. 


Everything in the grain line for the feed mixer or 
manufacturer. Wire us for prices in carload lots. 
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Che feed Bag Price Charts 


Showing the Comparative Range in Prices of 


LINSEED MEAL 


CORN GLUTEN FEED 


For Years 1924, 1925, 1926, 1927, 1928 and the Five Year Average 


All prices are in dollars per ton, Chicago- 
Milwaukee rate basis. Prices on Corn and 
Oats, bulk. Bran, Middlings, Linseed 
Meal, Gluten Feed and Cottonseed Meal, 
100 Ib. sacks. 


Each square, from left to right on all charts 
represents approximately one week begin- 
ning January 1. Each square, from bottom 
to top, represents a price differential of 
$1.00 per ton. 


CORN 
COTTONSEED MEAL 


(Blue line)....... 
(Green line) 


KEY 


STANDARD WHEAT MIDDLINGS 


OATS 


FOR ALL CHARTS 


Price Range for 1924 
See Price Range for 1925 


(Yellow line) ..... Price Range for 1926 
—=——=(Purple line) ..... Price Range for 1927 
(Red line) ........ Price Range for 1928 
ame (Black line)......... Five Year Average 


This Chart Published by THE FEED BAG, 86 East Michigan street, Milwaukee, Wisconsin. 


David K. Steenbergh, Managing Editor. Price $1.00. 
Cottonseed Meal, 43% Protein (Chart Below) 
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Eastern Federation Has 
Spirited Convention 


(Continued from Page Sixteen) 


mous Chautauqua speaker, entertained 
the feed men for half an hour and they 
clamored for more. Several of the bet- 
ter-known members suffered from his 
ready wit but they seemed to enjoy it 
as much as the rest. A vaudeville show 
concluded the program. 
Place for June Meeting. 

The Friday morning session got under 
way on time and with the largest at- 
tendance of any last day meeting in the 
history of the federation. Chairman 
Harden of the committee to recommend 
a meeting place for the summer conven- 
tion, reported that his committee had 
carefully considered all of the places 
suggested and recommended that the 
executive committee be empowered to 
make a final decision after investigation. 
Six places were selected for the inves- 
tigation by the executive committee. 
They were: Buffalo, Alexandria Bay at 
the Thousand Islands, Watertown, N. 
Y., Atlantic City, Syracuse and Briar- 
cliff Manor. A vote of the delegates 
gave Alexandria Bay the lead with Buf- 
falo and Syracuse close behind. 

W. A. Carpenter, Larrowe Milling 
Co., Detroit, Mich., explained the value 
of the Chemung county egg laying 
contest and asked the federation to en- 
dorse the plan. His suggestion met with 
unanimous approval. 

Morrison Interests Dealers 

Prof. F. B. Morrison, department of 
animal husbandry, New York State Col- 
lege of Agriculture, Ithaca, co-author of 
“Feeds and Feeding’, spoke on “The 
Latest Developments in Dairy Feed- 
ing.” Following his talk, which was re- 
markable for its clarity and fund of valu- 
able information, he was besieged with 
questions that kept him on his feet for 
more than an hour. Only the interfer- 
ence by Mr. Thompson gave him a rest. 
He assured the delegates that he would 
be glad to start over again as soon as 
he had caught his breath. 

During the interval the final reports 
of the membership and resolutions com- 
mittees were made. Chairman MclIn- 
tyre of the membership committee, sub- 
mitted the following report: 

“Under the influence of the spirit of 
the ‘pep’ session of the convention yes- 
terday afternoon, your membership com- 
mittee has drafted a ‘Triple Threat Res- 
olution’, wherein all the territory will be 
allotted to appointed active members for 
a personal canvass. 

“We have gone further in asking all 
members to secure at least one new 
member, and still further in accepting 
the friendly offer of prizes from Charles 
M. Struven, Baltimore, Md., and ar- 


ranging for a contest to be staged by 
salesmen covering the entire territory 
now organized and much new unorgan- 
ized territory. 

Membership Contest Planned 

“We recommend the following resolu- 
tions: 

“First: That the partially organized 
territory be divided into districts of one 
or more counties to be personally can- 
vassed by active members appointed by 
the secretary of the federation. 

“Second: That every member of this 
federation act as a committee of one to 


Frank T. Benjamin, Canastota, N. Y., 
treasurer of the federation and H. J. Barndt 
(right), Binghamton, who served as chair- 
man of the entertainment committee. 
secure at least one non-member dealer. 

“Third: Be it so resolved that the 
plans submitted by S. W. Watson, S. 
Howes Co., Inc., Silver Creek, N. Y., 
and Mr. Struven to begin a contest for 
members be approved. The contest open 
to manufacturers’ salesmen only. Full 
$20.00 memberships to be credited with 
20 points and $5.00 donations for the 
radio fund, 5 points. Ten points allowed 
for collection of back dues. All con- 
testants to be supplied with information 
and blanks by the secretary. Contest to 
be started at once and end the morning 
of the second day of the summer con- 
vention. Secretary to have published in 
The Feed Bag the record of the contest- 
ants during the contest. 

“Fourth: Be it also resolved that the 
federation accept with thanks the prizes 
now offered.” 

Old Debt Liquidated 

E. B. Dunbar, a member of the com- 
mittee, created wild enthusiasm when 
he anncunced that the Mutual Millers & 
Feed Dealers association would give $50 
to help liquidate the deficit of the feder- 
aticn. Immediately other associations, 
manufacturers and salesmen offered to 
swell the fund and in 10 minutes of ex- 
citing bidding, more than $600 was 
pledged. Several retail dealers joined 
the association for the first time and 
many of the delegates began the mem- 
bership campaign by subscribing to the 
radio fund. 

Not in recent years has there been 
such sincere evidence that the retailers 
and wholesalers have \common problems 
and are determined to help one another 
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to ultimately solve them. 

The resolutions committee read its re- 
port and submitted several resolutions 
based on the subjects discussed during 
the convention sessions. <A telegram 
was sent to President Van Derzee, ex- 
pressing regret at his enforced absence 
due to illness. 

Professor Morrison was again intro- 
duced and for another hour answered 
questions that were asked by the dele- 
gates. Often three or four feed men 
were on the floor together trying to get 
attention. After the convention had 
been officially closed by Vice President 
Thompson, the men crowded around 
Professor Morrison and kept him busy 
answering their questions until he was 
compelled to stop to catch his train. 

In response to a_ popular demand, 
Professor Morrison was booked to at- 
tend the summer meeting where ample 
time will be allowed all to ask him ques- 
tions about feeds and feeding. 

The following resolutions, in addition 
to one sponsoring a membership cam- 
paign, were adopted: 

“The extension department of the 
New York State College of Agriculture, 
the New York Farm Bureau, the county 
farm bureaus and the New Jersey Farm 
Bureau were requested to discontinue 
the publication of feed prices on the 
grounds that they were inaccurate, fre- 
quently 30 days out of date, and mis- 
leading to the farmer. 

The federation pledged its assistance 
in a campaign conducted by the New 
York State College of Agriculture to 
encourage farmers to adopt better busi- 
ness methods through “Farm Inventory 
Week.” 

Offer of the St. Lawrence County 
Feed & Coal Merchants association to 
pay for the federation’s membership fee 
in the United States Chamber of Com- 
merce was accepted with thanks. 

The federation went on record as op- 
posed to the New York state law per- 
mitting the sale cf eggs as “unclassi- 
fied” and which does not require the 
marking of storage eggs as such, on the 
grounds that it is detrimental to the 
business of the eastern poultrymen and 
consumers. 

Thanks were extended to Herbert J. 
Barndt, the Arlington hotel, the Bing- 
hamton Chamber of Commerce, A. O. 
Dailey & Sons, Binghamton newspap- 
ers, speakers and entertainers and all 
those who contributed toward the suc- 
cess of the convention. 


A. BERGERON, Rice Lake, Wis., 
has leased the A. B. Hoff mili and ele- 
vator at Cameron, Wis., and will oper- 
ate it in connection with his mill at 
Rice Lake. . Mr. Hoff will operate the 
mill for Mr. Bergeron. 
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Gold Medal “Mixed-Car” Plan Offers 
Complete Flour and Feed Stock in 1 Car 


Lowest freight rates—Reduced inventory 
3 times faster turnover—Higher Profits 


rtd you can carry a com- 
plete Jine of Flour and Feeds 
with just 14 of the capital you 
formerly needed. You make more 
money—bigger profits—in 5 vital 
ways. 


You can do business on less capital; 
you treble your turnover, getting 3 
profits on each doller instead of 1; 
keep stocks always fresh; need less 
warehouse space; lower your in- 
ventories; and still carry a com- 
plete line of all types of feed. 


This is How 


The Gold Medal ‘ Mixed-Car” 
plan is the modern, economical 
way to buy flour and feed stocks. 
It gives you in one car the most 
complete line of quality flour and 
feeds (65 varieties) ever offered. 
And to get lowest freight rates you 


need no longer buy 3 cars—one 
car supplies all. 


Check it Sieve $ for $ 


Under the old system your invest- 
ment ran like this: 


1 Car Manufactured Feeds..$1,200 
Cer Mill Feeds... 700 


Under the modern Gold Medal 
“‘Mixed-Car”’ Plan you invest: 


Manufactured 
Feeds (your 

choice of 65) 
Mill Feed 
Flour 


Gold Medal Feeds have always 
been easy and profitabic to sell. 
Backed by the reputation and 
experience of the world’s largest 


Total $1,175 
(Approximately) 


millers. Backed by continuous, 
increasing farm paper advertising. 
Backed by a money-back guar- 
antee, and by a merchandising 
plan that moves the goods. 


Now the “‘Mixed-Car’”’ Plan makes 
Gold Medal Flour and Feeds the 
easiest, most profitable line to buy. 
By providing a fast-moving line of 
complete feed requirements, at 
about 14 of the capital investrrent 
formerly demanded. 


Get complete details of the new 
Gold Medal ‘“Mixed-Car” Plan 
now. See how it guarantees more 
profits in your own business. Ask 


our salesman, or write us direct. 
Care of Dept. B-13 
Washburn Crosby Company 
: Millers of Gold Medal Flour 
and Gold Medal Feeds 


Minneapolis, Minn., Kansas City, Mo. 
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MEDAL 


POULTRY FEEDS, HOG FEEDS AND DAIRY RATIONS 
Why Not Now? 
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Ohio Farmers’ Grain Dealers Hold 


Convention at Toledo 
William Horn, Castalia, Elected President; Attendance Over 200 


Various Problems Discussed by Speakers; Banquet Climaxes Event 


ORE than 250 had already reg- 
M istered when President N. G. 

Bennett called the first session 
of the 14th annual convention of the 
Farmers Grain Dealers association of 
Ohio, meeting at the Waldorf hotel, 
Toledo, February 21-22, to order at 
10:30 o'clock Thursday morning. 

L. R. Forsyth led the group in sing- 
ing America and gave the invocation. 

Kent Keilholtz Talks 

Kenton D. Keilholtz, president of the 
Toledo Produce exchange and a direc- 
tor of the newly reorganized Kasco 
Mills, Inc., welcomed the visitors and 
gave them the keys to the city. He said 
in his speech that he believed the com- 
ing Hoover administration thoroughly 
understood the problems of the grain 
trade and the farmer and predicted a 
good prosperous administration. 

President Bennett stressed the value 
of attending the meetings in his annual 
report and outlined the purposes of the 
association. 

Following his address, E. G. MecCol- 
lum, Indianapolis, Ind., secretary of the 
Indiana Farmers Grain Dealers asso- 
ciation, spoke of the elevator movement, 
its accomplishments since its inception 
over 25 years ago and urged coopera- 
tion among the dealers for an even 
greater development of the movement. 

Departed Members Honored 

John Wickenhiser, Wm. Ruetz and A. 
Fetterman, members of the association, 
who had died since the last convention, 
were hcnored in the memorial address 
given by C. W. Palmer, Defiance, in 
the afternoon session. 

P. Hill, Francisville, Ind., president 
of the National Farmers Grain Dealers 
association, urged closer cooperation in 
local, state and national affairs. 

“Present Status of the Farmers Ele- 
vator Movement in the United States,” 
was the subject of the address of W. J. 
Kuhrt, Washington, D. C., senior ag- 
ricultural economist. 

Railroad Representative Talks 

H. G. Taylor, Washington, D. .C., 
manager of public relations. American 
Railway association, called the dealers’ 
attention to the organization and_ pur- 
poses of the regional advisory boards in 
his address on “Workings of the Great 
Lakes Regional Advisory Board’. The 
close cooperation and exchange of ideas 
between the shipper and carrier, he be- 


lieves, is responsible for the deliverance 
of the railroads from their dilapidated 
conditions ten years ago. 

In his address “Publicity, An Essen- 
tial Part of Operating a Country Ele- 
vator,” by A. G. Patzer, Grove City, 
told the story of his successful advertis- 
ing campaign, in which he used the local 
newspaper advertising columns and also 
sent out 1,000 copies monthly of his 
house organ called “Sawdust and Splin- 
ters’, for pepping up his sales. He 
cautioned the dealers to use good fol- 
low-ups on all advertising to make the 
campaigns pay. 

Hurlburt Is Toastmaster 

Music was furnished throughout the 
afternoon session by the Defiance col- 
lege male quartet. 

Jesse Hurlburt presided as toastmas- 
ter at the banquet at 6:30 p. m. An 
excellent meal was served, after which 
the Defiance college male quartet again 


rendered several selections. The Little 
Bennetts, daughters of President Ben- 
nett, entertained the delegates with sev- 
eral recitations. Steven K. Mahon, D. 
D., Toledo, was speaker of the evening. 

Officers elected were William Horn, 
Castalia, president; L. C. Schmunk, 
Rocky Ridge, first vice-president and 
Leon Gove, Avery, second vice-presi- 
dent. 


M. C. BURNS, Buffalo, president of 
the United States Feed Distributors as- 
sociation, has called a special meeting of 
the officers and directors of that organi- 
zation which will be held at Chicago, 
Friday, March 15. Mr. Burns will re- 
quest a vote of members of the associa- 
tion with respect to its affiliation with 
other organizations and also as_ to 
whether it shall hold a joint conven- 
tion with these groups or shall meet 
independently. 


FIRE PREVENTION | 


HEATING DEVICES—This the third of a series of articles written es- 
pecially for feed dealers by R. D. MacDaniel, manager service depart- 
ment,.Grain Dealers National Mutual Fire Insurance Co. 


HE principal hazard of these de- 

vices, or their connections such 
as steam pipes, smoke pipes and 
chimneys, lies in their radiation of heat 
to nearby combustible material—floors, 
walls, ceilings and partitions. Exposed 
combustible material should either be 
cut away or well insulated if it is likely 
to get hot in case the radiating surface 
becomes as hot as it can possibly be- 
come. That, in case of stoves, fur- 
naces and smoke pipes, means red hot. 
Where the radiating surface is a 
smoke pipe it should have 18 inches 
clear space on all sides and a clearance 
of 6 inches where passing through par- 
titions. Stoves and furnaces should be 
18 inches from combustible walls at 
sides and rear and 4 feet in front. In 
case such clearance cannot be obtained, 
protect the exposed material with one- 
half inch asbestos board covered with 
sheet metal, or sheet metal alone if 
raised two inches (with intervening air 
space) from the surface to be protected. 
Sheet metal nailed directly to a surface 
is not good protection. It must be kept 
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in mind that continued heating at even 
comparatively low temperatures will 
cause combustible material to char and 
eventually ignite. 

Probably the weakest point in most 
heating installations is the point where 
the smoke pipe enters the flue—or 
should enter it. The pipe should be well 
extended into the chimney and cemented 
securely in place, otherwise—and it quite 
frequently happens—the pipe will fail to 
make a tight connection and sparks will 
escape. 

Everyone knows that defective chim- 
neys are dangerous. This is no season 
for repairing chimneys, but if-.any are 
found in hazardous condition their use 
can be discontinued until repairs can be 
made. 

May we suggest you make a personal 
inspection of your heating plant from 
fuel bin to chimney? See that it is in 
good repair and check the clearances. 
And let us repeat, in respect to clear- 
ances, it isn’t a question of how hot the 
stove or pipe is now, or is ordinarily, 
but—how hot could it possibly get? 
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White Swan 
Flour 


The standard 
that others 
strive to reach 


Springfield Milling 


Co. SPRINGFIELD, MINNESOTA 


Pep up your Vitality 
at French Lick Springs 


Health Springs—Mineral Baths— 
Golf —Good Food — Sound Sleep 


HOME OF 


BADGER BRAND 
SEEDS 


1865—1929 


L. TEWELES SEED CO. 


MILWAUKEE, WIS. 


OME to French Lick Springs, In- 

diana, and forget business for a 
week or two. A few days in the de- 
lightful foot hills of the Cumberlands, 
where ideal weather prevails even in 
mid-winter, will renew and replenish 
your store of vitality. There is no 
better tonic than the air breathed 
during vigorous days in the open and 
at night in the big, comfortable bed- 
rooms of the French Lick Springs 
Hotel. 


Pluto Water, America’s most famous 
laxative, bubbles right up from the 
ground from the spring at a door 
of the hotel and is served to guests 
in all rooms without any additional 
charge. It tones up your system 
washing away impurities with a 
gentle, natural yet thorough action. 
Take the rejuvenating mineral baths. 
Doctors are always in attendance. 


‘Two eighteen hole courses challenge 


all who are interested in golf. Hike 
or ride horseback along winding, 
wooded trails. Enjoy the unexcelled 
cuisine and service of one of America’s 
most famous hotels. 


Easily accessible 
from all points 
by rail—or motor CONVENTION 
over hard, paved 
roads. Ample 


accommo- American 
ations. 
Feed 
Writ ire f 
Manufacturers 
FRENCH LICK iati 
SPRINGS HOTEL Association 
COMPANY 
French Lick, 
Indiana JUNE 6-8, 1929 
“*Home of Pluto 


ater 


FRENCH LICK 
SPRINGS HOTEL 
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With the Feed Trade at Binghamton 


The Bright Side of the Eastern Federation Convention 


The Arcady Farms Milling Co., rep- 
resented by F. J. BRADFORD, and 
four of his “highwaymen”, introduced 
a novelty to conventions. A flower 
booth was maintained near the meeting 
room and as each delegate registered a 
carnation or rose was pinned on _ his 
coat by the charming Miss Gertrude 
Reich, of Arcady’s Chicago office. The 
idea made a great hit and there was 
always a crowd around the booth be- 
tween sessions. 

* 

MAX COHN, Sunset Feed & Grain 
Co., Buffalo, who presided at the regis- 
tration desk, proved a genial host by 
providing cigars for all who signed up. 
He said he had trouble to keep some 
of the delegates from registering several 
times. 

* * * 

O. A. DAILEY & SONS, Bingham- 
ton, always. have a part in making fed- 
eration conventions pleasant. This year 
they furnished hats and table novelties 
for the banquet and provided a stenog- 
rapher throughout the convention. Miss 
Turn was the stenographer who helped 
to keep the convention records complete. 

PROF. J. F. LANTZ, Waverly, N. 
Y., was an interested visitor during the 
convention. He has spoken at many of 
the past conventions. He found keen 
delight in discussing dairy feeding prac- 
tices with Professor Morrison. 

* 

L. F. BROWN, secretary of the 
American Feed Manufacturers associa- 
tion, made a special trip from Chicago 
to attend the convention and said it 
was well worth it. 

* 

The NEW YORK STATE MANU- 
FACTURERS association held a meet- 
ing at the Hotel Arlington during the 
convention. As a result the association 
offered to subscribe to a fund to help 
liquidate the long standing debt of the 
federation. That’s cooperation. 

The directors and officers of the fed- 
eration, including your editor, were seen 
at breakfast with PROF. F. B. MOR- 
RISON early Friday morning. It would 
certainly take a strong attraction to get 
them out of bed so early in the morn- 
ing. There’s another tribute to you, 
Professor. 

* 

LIONEL TRUE, Springville, N. Y., 

showed some interesting moving pic- 


tures of the retail plants operated by 
the James H. Gray Milling Co. He ex- 
plained that the pictures would be used 
as part of the advertising plans of the 
company. That is a new advertising 
idea. Movies to advertise the retail feed 
stores. What next? 


He’s a ladies man! 
is photographed receivin 
tion from Miss Gertrude 


C. E. Kiff, Delhi, N. Y., 
an Arcady carna- 
eich. Chicago. 
Much interest was shown in the an- 
nouneement that the Great Atlantic & 
Pacific Tea Co., commonly known as 
the A. & P. STORES, had entered the 


retail feed business and were already 
operating in some. sections of New 
York and other eastern states. 


Several delegates brought their wives 
along although they made themselves 
evident only at the banquet. MRS. 
GEORGE STRONG and MRS. E. H. 
COOK sat at the speakers’ table and 
several others were noted but not iden- 
tified. 

CHARLES M. STRUVEN, Balti- 
more, Md., created a burst of enthusi- 
asm when he proposed a membership 
race and offered to furnish four prizes 
and a booby prize of a bottle of “Catch- 
Up”. Put your own interpretation on 
the booby prize. Anyway, it: brought a 
great laugh from the boys. 

W. H. WARBURTON, proprietor of 
the Thousand Island House, Alexandria 
Bay, was doing a lot of lobbying to 
bring the summer convention to that 
“Paradise of America”, as he terms it. 
He had an interested audience most of 
the time. 

* * 

ARTHUR B. LIPPINCOTT, South 
Jersey Farmers exchange, Woodstown, 
N. J., attended his first federation con- 
vention. Mrs. Lippincott was with him 
but this did not prevent Arthur from 
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“speculating in the ivory market.” 
George H. Thatcher, Maptewood, N. J.. 
who had been in similar speculations 
with Mr. Lippincott, was seen to buy 
his return trip railroad ticket before the 
game started. 

Old timers remember when E. G. 
BEECHWOOD, Sherburn, N. Y., was 
one of the volunteer pep speakers at all 
convention sessions. “Beech” now re- 
stricts all his speaking efforts to lobby 
talks. 

NO TIPS were permitted at the ban- 
quet and the delegates praised the ac- 
tion of the officers in prohibiting them. 
A good practice should be continued. 

* * * 

FRANK C. GREUTKER, Cereal By- 
Products Co., Buffalo, always enjoys the 
Binghamton conventions because the 
federation does not make him work as 
hard as the feed manufacturers do at 
French Lick. We saw “Greut” enjoy- 
ing a good visit with his old friend W. 
A. Hutchinson, Bloomsberg, Pa., who 
worked for the old Clover Leaf Mill- 
ing Co. when “Greut” was vice-presi- 
dent and sales manager. 

You can see a Moon during the day 
at Binghamton, even when you're sober. 
The Moon we refer to is WM. W., of 
George Q. Moon Co., Inc. 

Eastern - federation conventions could 
not be complete without the presence of 
REEVE HARDEN, Hamburg, N. J. 
Mr. Harden is one of the truly good 
merchandisers and fine gentlemen in the 
feed business. 


HENRY S. GUTHRIE, 72, Buffalo 
feed and grain commission merchant, 
passed away in the General hospital in 
that city following an operation. He 
had been in poor health for several 
years. 


L. L. GROW’S feed mill, Fort Jack- 
son, N. Y., was recently destroyed by 
fire. The blaze also destroyed the gen- 
eral store operated by Mr. Grow. His 
loss, partly covered by insurance, will 
approximate $50,000. 


GEORGE GRISER’S feed mill, Am- 
herst, ten miles east of Buffalo, was 
destroyed by fire recently with loss of 
$15,000. The loss is partly covered by 
insurance. 
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th) OVEN. 


flour has hoon a 
steady seller fer over 
40 Yeu. 


lhe Jdarne dealers 


means that: 

St sells al a profit 

Keasonally 


Comparative I satisfies home bakers 
I a relable flour lo use. 


your We COSC OU 


Tir cari help business hecause Sersey 
Lily hk 

as proven a very satisfactory account for 
dealers. 


‘ Ma ved cars available of 


Jersey Ly Hour---all wheat feeds---and full bine 
of 


Milling Co. 
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TellY our TradeWhyCommercial Feed 
Excels Home Mixtures 


Manufacturers Employ Nutritional Experts To Compile Formulas 
Use Large Variety Of Tested Ingredients, Buy At Quantity Prices 


HEN the feed dealer or dairy- 

\ \ man today studies the problem 
; of commercial against home- 
mixed dairy feeds, he has many things 
to consider which did not exist a decade 
ago. The arguments pro and con which 
were advanced when the feed manufac- 
turing business was in its infancy, do 
not apply now. During the early days 
not more than 20 or 25 years ago, com- 
mercial dairy feeds were made by a few 
small mixers who threw a few ingred- 
ients together with a scoop shovel in 
some back-lot shed or barn and peddled 
their mixtures with a horse and wagon 
to near-by dairymen. 

This practice was confined chiefly to 
districts near cities where malt sprouts 
and distillers grains could be obtained 
almost free. The feeder of these mix- 
tures was justified in looking with sus- 
picion upon them. If the mixer was 
lucky he might have produced a good 
mixed feed but he had no knowledge of 
feeding and there were no legal require- 
ments to protect the buyer as there are 
today. 

Market Was Small 

The market was small and in sections 
farther away from the city commercial 
dairy feeds were not sold. It is re- 
called that just previous to the war 
there was little or no commercial dairy 
feed used even in the highly specialized 
dairy sections of Wisconsin where the 
writer was born and reared. Today 
hundreds of tons of commercial dairy 
feeds are consumed every season in this 
same district. While there has been a 
slight increase in the number of dairy 
cows in that vicinity, that alone does 
not explain the increase in the amount 
of dairy feed sold there today. 

What is the cause of this great change? 
Why has the dairy feeder been won 
over by commercial dairy feeds? Are 
they being constantly fooled? Can it 
be possible that they are continuing to 
buy increased quantities of commercial 
dairy feeds year after year when it 
would profit them more to buy the sep- 
arate ingredients and mix them at home. 


The answer is that the dairyman has 
found a greater value in manufactured 
rations for his cows. The old days of 
blind guess of a few poorly informed 
peddlers who mixed a so-called feed, 
have passed away. 

Manufacturers have had the foresight 


to produce feeds according to the best 
scientific and practical knowledge of 
feeding. They have employed the best 
talent available to study out their prob- 
lems for them. They have cooperated 
with colleges and universities and have 
used science, facts, and efficiency to pro- 
duce dairy feeds which are profitable 
for the dairyman. Through efficient op- 
eration and great volume, feed manufac- 
turers have been able to keep prices of 
their carefully compounded feeds in line 
with the prices of the home-mixed kind. 

The confidence that the dairyman has 
in commercial dairy feeds today is the 
manufacturer's reward for employing 


specialists who are trained to the point 


that they are much better equipped to 
say what is good and what is not good 
for a dairy cow than the average dairy- 
man himself. Most of these specialists 
are experienced dairymen themselves. In 
addition they are often graduates of ag- 
ricultural colleges and experienced in 
the feed manufacturing business. They 
are much better qualified to select from 
the wide variety of ingredients at the 
central markets, the proper ingredients 
for a dairy feed than is the average 
dairyman himself when he comes to a 
local mixing plant or store and at- 
tempts to select ingredients for a dairy 
feed from the limited stocks he finds 
there. 
Confidence Created 

It is therefore intelligent supervision 
in manufacture that ‘has been one of 
the chief factors in creating the feed- 
ers’ confidence in commercial dairy 
feeds. This combined with the efficient 
manner in which the several states con- 
trol and regulate feedstuffs with regard 
to analysis and ingredients has taught 
the feeder to regard dairy feeds made 
reputable manufacturers as being reli- 
able and profitable. 

The following table compares the av- 
erage commercial dairy feed with the 
average home-mixed dairy feed: 


Contrast in Feeds 
Commercial Dairy va Home-Mix Dairy 
Feed Feed 


used by manufactur- 
ers in making dairy 
feeds. 


Commercial dairy 
feeds are always uni- 
form in texture and 


character. 


Manufacturer must 
keep his formulas uni- 
form or he will be pro- 
hibited by law from 
selling his dairy feeds. 


Great volume and 
efficient manufacture 
tend to lower the 
price of the feed. 


Manufactured feeds 
put up in conveni- 
ently handled and in- 
expensive packages. 


Manufactured dairy 
feeds are guaranteed 
by their manufac- 
turers. 


Make-shift and im- 
properly operated ma- 
chinery or hand mix- 
ing does poor job in 
making dairy feeds. 


Home-mix feeds vary 
because ingredients 
vary and are not al- 
ways obtainable. 


There are no rules to 
live up to and no legal 


‘penalty for making a 


mistake in Home-mix 
dairy feeds. 


Wasted time and en- 
ergy tend to increase 
the cost of the feed. 


Home-mix ingredients 
must be handled in 
packages of various 
and inconvenient 
sized packages. 


Home-mix feeds are 
guaranteed by no- 
body. 


Manufactured under 
expert supervision. 


Ingredients hought to 
advantage in great 
central markets. 


Manufacturer has op- 
portunity to buy a 
great variety of in- 
gredients. 


Newest and most effi- 
cient processes are 


Made by untrained or 
poorly trained men. 


Impossible for indi- 
vidual dairymen to 
buy separate ingredi- 
ents locally at this 
advantage. 


Impossible for dealer 
to carry a complete 
supply of all ingredi- 
ents necessary at all 
times. 
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The feed manufacturer deserves the 


confidence that the dairyman_ has 
learned to have in commercial dairy 
feeds. It is very certain these manu- 


facturers know how this confidence was 
obtained. It is just as certain that the 
same policies of scientific preparation 
of the best that can be had in dairy 
feeds will continue in the future. It is 
not being too optimistic to prophecy 
that in the future we will see increased 
sales and increased confidence in dairy 
feeds through further scientific and 
practical improvements which will be 
made by the dairy feed manufacturers. 


NEW WAUKESHA ENGINES 

“What's New With Waukesha?”, a 
booklet which describes new designs of 
engines developed this year by the Wau- 
kesha Motor Co., Waukesha, Wis., has 
just come off the press and will be 
sent to any dealer on request. These 
engines have been developed to keep 
pace with the needs of industrial users 
and even to anticipate them. In order 
to enlarge the capacities of production 
and_ service facilities, the Waukesha 
Motor Co. has built a new plant, in- 
creasing floor area 100 per cent. The 
new building and its uses are also il- 
lustrated and described in the booklet. 


M. L. McCORMACK, Eau Claire, 
Wis., sales representative of the King 
Midas Mill Co. in western Wiscon- 
sin, has been confined to the Sacred 
Heart hospital for the past month re- 
covering from a series of operations. 
Mac expects to be on the job again’ in 
about three weeks. 
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ASK 


for Samples and 
Prices of 


CORNO 
Feeding Oatmeal 


15.0 Protein 
3.9 Fibre 


For Mashes and Poultry 
Fattening Feeds—for 
Pigs, Calvesand all young 
and growing animals. 
Fully equal to Ground 
Oat Groats and Rolled 
Oats for animal feeding at 
a big saving in price. 


CORNO 
Hygrade Oatfeed 


11.0 Protein 
19.0 Fibre 


Almost as much Protein 
as Whole Oats, ground or 
unground, or Ordinary 
Bran.—.A splendid feed for 
Dairy Cows. 


CORNO BRAND 


Rolled Oats 

Steelcut Oatmeal 

Whole Oat Groats 

Ground Oat Groats 

White Hominy Feed 
(7% Fat) 

Unground Oat Hulls 

Reground Oat Hulls 

Fine Ground Oat Hulls 


All products packed in new Jute Sacks— 
Write us today. 


THREE MINUTE CEREALS Co. 


DEPARTMENT 14 
CEDAR RAPIDS, IA. 
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A. M. RICHTER SONS CO. eleva- 
tor, Manitowoc, Wis., was slightly dam- 
aged by fire recently. 


MISS EDNA PETERSON, Manson, 
Ia., has been appointed manager of the 
Davis Bros. & Potter elevator at Weis- 
ton, Ia. Miss Peterson has the distinc- 
tion of being the only woman operating 
an elevator in the state. The elevator 
has a capacity of 110,000 bushels. 


JEFF HEATH, Heath Lumber & 
Fuel Co., Hilbert, Wis., plans to con- 
duct a feed department in connection 
with his business and has taken over 
the Purina line of feeds. 


A BOWLING TEAM representing 
the Burlington Feed Co. Burlington, 
Wis., bowled at the state tournament re- 
cently held at Sheboygan, Wis. 


FARMERS COOPERATIVE PRO- 
DUCE CO., Marshfield, Wis., at its an- 
nual meeting, voted to increase its capi- 
tal stock from $25,000 to $60,000. Over 
150 stockholders attended the meeting. 
The officers and directors were re- 
elected and Harry Ebbe will continue as 
manager with L. J. Radlinger as his 
assistant. The firm recently purchased 
the Uthmeier-Hintz elevator in that 
city, mention of which was made in the 
February issue of The Feed Bag. 


opportunity! 


AND GRADER. 


“EUREKA” - “INVINCIBLE” 


STEEL-CUT CORN 


will make your business grow faster 


The amount of poultry raised this spring will be enormous. 
Vast quantities of feeds will be needed. Here then is your 


You can make beautiful looking Steel-cut Corn—clean, 
bright, and free from hulls and dust and very precisely sized 
into three grades, if you use the ‘‘EUREKA’’ CORN CUTTER 


No machine offers greater money earning possibilities. 


REPRESENTATIVES: 


% H. Morley, Jr., 505 Webster Bldg., Chicago, III. 
J. Q. Smythe, 3142 Bellefontaine St., Indianapolis, Ind. 
Bert Eesley, Box 363, Fremont, O. 
Strong-Scott Mfg. Co., 413 So. Third St., Minneapolis, Minn. 


Have you had our No. 113-B Catalog yet? 


European Branch: 64 Mark Lane, London, E. C. 3, England 


S. HOWES 


INVINCIBLE GRAIN CLEANER Co. 
CREEK.NY. 


MACHINERY 
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Business Comes To Aggressive Dealer 
Who Helps His Customers 


Modern Business Requires Merchant To Be More Than Mere Store Clerk 
Must Work Among Farms, Solve Problems, Prove His Feeds Profitable 


age,” an old-time feed man re- 

marked recently, “is a different 
proposition than it used to be when I 
started in the feed business 20 years 
ago. In the old days, the farmer put 
in his order, received his feed and paid 
when he could. The farmer took what 
the feed man had to offer or he took 
nothing.” 

The old-timer was right. Things, to- 
day, are different in every branch of 
business. Merchants can no longer con- 
duct their businesses on lines which 
proved profitable a generation ago. 

The successful merchant is the man 
who makes the publi¢ want to buy his 
goods. He cannot wait for the public 
to come to him. Modern business 
methods require that a merchant be 
something more than a polite smile hov- 
ering over his counter. The merchant 
goes after the trade rather than wait 
for business to come to him. 

This means that the feed dealer must 
be a master feed man so that he can 
advise his farmers to profitably use the 
feed he sells. It is only the feed man 
with successful customers who will have 
a successful feed business. Success must 
come first to the farmer before it can 
possibly reach the dealer. The automo- 
bile merchant will give you an advisory 
service on how to operate your car. The 
oil burner salesman will service your 
heating plant for you. In every line of 
modern business, the man who sells 
must be able to demonstrate that his 
product is a profitable one. 


66 ELLING feed in this day and 


Here are a few examples of methods 
one dealer uses to increase his business: 
He reads the trade and farm journals 
and agricultural bulletins thoroughly 
and when he finds an item of particular 
interest to his customers he tells them 
about it. Clippings of interest are 
posted on a bulletin board in his office. 
He knows what is news in the agricul- 
tural world and he makes it a point to 
pass this on to his customers. This has 
helped him to build confidence among 
his farmers not only in himself but in 
the products he sells. 

He found that some of his farmers 
whose cows were freshening were hav- 
ing trouble. He wrote to an agricul- 
tural experiment station about the mat- 
ter and found that when properly fed, 


linseed meal, because of its cooling 
slightly laxative properties, would par- 
ticularly fit the needs of cows at such 
a time. He advised these farmers ac- 
cordingly and encouraged them to use 
a balanced ration, including linseed 
meal, thus removing the cause of their 
difficulties. The fact that many of these 
same farmers are now among his best 
customers shows how his advice was 
appreciated. 

Other farmers were complaining 
about their hens having worms. He 
sought the advice of a poultry expert 
who recommended Barnes’ emulsion as 
a good worm cure and told his custom- 


ers about it. This cleared up their dif- 
ficulties and added a new profitable sell- 
ing item to the dealer's stock. 

These are only a few examples of 
the methods feed dealers can use to in- 
crease business. The merchant in ques- 
tion has others and they are worked 
in the same manner and bring good re- 
sults. He has found that it is easy for 
him to give sound advice to his trade 
by working with and through the coun- 
ty agent and the agricultural experiment 
station.. Better still, he has found that 
the customers who take his advice give 
him more business and_ send _ their 
friends to him when they are in trouble. 


Fire Razes Farmers’ Elevator 
At Cedar Grove, Wis. 


HE elevator of the Farmers Co- 
operative Exchange, Cedar 
Grove, Wis., was destroyed Feb- 
ruary 2 by fire which consumed three 
other buildings and threatened to wipe 
out the entire business section. Offices 
and warehouse of the exchange were 
saved by a railroad crew of the North- 
western road who ran down a special 
from Sheboygan to salvage a string of 
box cars on the elevator siding. Sacks 
of feed and salt were removed to safety 
from the mill. 


The blaze was fought by volunteers 
and fire departments from Sheboygan 
Falls, Oostburg, Belgium, Random 
Lake and Kohler. Cedar Grove has no 
water system, and the bucket brigades 
formed by the crowd were unable to 
supply enough water to save the build- 
ings. The fire started in the basement 
of a grocery store and rapidly spread to 
a hardware store, tin shop, and the 
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farmers cooperative elevator. 

Members of the exchange are plan- 
ning to rebuild. C. H. Kreunen is 
the present manager. The business was 
owned by him and his brother before it 


was taken over by the farmers Septem- 
ber 1, 1925. 


MILWAUKEE ELECTS 

New members in the Milwaukee 
Chamber of Commerce include Walter 
F. Uebele, Burlington Feed Co., 
lington, Wis.; J. D. Thompson, sing- 
Co.; Chas H. Gorman; 

Columbus, Wis.; M. 
L. Annenberg, Annenberg, Stein & 
Co, New York, John F. Strat- 
ton, Donahue-Stratton Co.; Frank 
A. Lenicheck, Citizens Abstract & Title 
Co.; John H. Black, Wisconsin News; 
Armin F. Jaeger, Oswald Jaeger Baking 
Co.; and Joseph Friedland, Shimon 
Bros. Co. 


er-Thompson 
Joseph Free, 
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Has your ear corn crusher ever 
been smashed by a chunk of iron 
or steel mixed in with the corn? 


Then you will be glad to hear about the new 
Munson ear corn crusher which is practically 
unbreakable. In the shop we deliberately threw 
in pieces of iron and steel while the crusher 
was running full speed. The only effect was to 
stop the machine—hardly a dent made on the 
cutting knives. 


Besides being practically unbreakable, the Mun- 
son crusher is moderately priced. 


Isn’t it worth investigating? Descriptive litera- 
ture gladly sent on request. 


MUNSON MILL MACHINERY COMPANY 


Established 1825 UTICA, N. Y. 


Representatives: A.D. Hughes Co., Wayland, Mich.; Strong-Scott Mfg. Co., Minneapolis, Minn.; 
Frank Eckert, West Warwick, R. I.; C. Wilkinson, Lansdowne, Pa. 


A Lively 


MEANS 
INCREASED INCOME 


ZBLUE RIBBON 


LUE RIBBON SWEET DAIRY FEEDS 
_are used by thousands of discriminating 
dairymen. 

: ipV FE Increased demand proves their popularity. 
DAIRY FEED Business builders of good will and friendship. 
BROOKS MILLING CD. 
| MINNEAPOLIS, MINM. COMPLETE LINE OF DAIRY, 
GUARANTEED ANALY POULTRY and HOG FEEDS 


CORN BRAN. SOY TRY OUR 24% PROTEIN DAIRY FEED 


BEAN MEAL. OLD PROCESS LINSEED O71. 
MEAL. PRIME 43°) COTTON SEED MEAL 
PULVERIZED AND BOLTED FLAK AND 
GRAIN SCREENINGS. MINERALS (CALCIUM 
CARBONATE. BONE MEAL, SALT. AND 


LET 


IT 


BROOKS MILLING CO. 


MINNEAPOLIS, MINNESOTA 


Page Thirty-six THE FEED BAG—MARCH, 1929 


Mos 
3° 
oF 
2? 
LBs. 
> 
| 
Protein......16144% Frofits Prove | 
Fat.......... 6% 


Fakers Who Condemn White Bread 


Exposed By Doctors 


Milling Industry Backs Resolution Adopted by Minneapolis Physicians 
Dealers Who Sell Flour Urged to Cooperate in Anti-Faddist Movement 


priced patented foods and con- 

demn white bread were exposed 
in a resolution recently adopted by the 
Hennepin County Medical society, 
which includes leading physicians in 
Minneapolis. 

Feed dealers who sell flour, millers, 
jobbers and distributors heartily endorse 
the movement. Action of the Minne- 
apolis doctors is an outgrowth of sim- 
ilar anti-food faddist campaigns which 
are in progress in the Southwest under 
the direction of the National Food bu- 
reau. The Millers National federation 
is also backing the movement, and all 
feed dealers who sell flour should give 
their support. 

Fakers Are Active 

The food fakers have been active for 
several years in spreading propaganda 
on dieting. One of their greatest ap- 
peals is to the women, who are warned 
that white bread is fattening and if 
they wish to keep their slender forms 
they must desist from eating it. Mean- 
while, they prescribe their own high- 
priced patented bread. This propagan- 
da, if allowed to continue without oppo- 
sition, will affect the flour sales of the 
feed dealer. 

Many millers are conducting cam- 
paigns against the food faddist indi- 
vidually and will gladly supply the deal- 
er with literature, advertising cuts, and 
testimonials from noted physicians, 
proving that white bread is healthy, 
wholesome and, nutritious, and still con- 
tinues to be the staff of life. These 
messages should be brought before the 
housewives in every dealers’ territory. 
The miller, whose line the dealer re- 
tails, can offer many suggestions to 
make the campaign effective. The en- 
dangering of flour sales is of mutual 
interest to both. 

Physicians’ Resolution 

Following is the resolution which was 
adopted by the Hennepin County Medi- 
cal society: 

“We, the members of the Hennepin 
County Medical society, go on record 
decrying the fads which prevail in our 
land today, and especially the food fads 
which tend to foist upon the public, 
high priced patented foods which are 
often misrepresented in their elaborate 
methods of advertising. The substitu- 
tion of these highly priced patented 


fakers who market high- 


foods not only very often has become 
a detriment to the health of the con- 
sumer, but has also become the source 
of an alarming economic condition, due 
to the great decrease in the consump- 


one Evolution of 


= “IME MEDICINE FAKER 
OOF 


Bloont ear | 
Bap + MEAT 
up ji 
TRICK DIETS 
[by Dr Homan = 


This cartoon is part of an effort to awaken 
the public to the danger of following the liter- 


ature and advice of 


faddists, or fakers 
when they shou Pp i 


donal doctor. 


tion of wheat, meat and other products 
of the farm. 
Injure Public Health 

“Very few of these fads can take the 
place of the older staple foods, namely 
good meat, dairy products, green vege- 
tables, fruits and the better grades of 
bread prepared from white flour. The 
present day, indiscriminate substitution 
for an excess of rough foods such as 
flours containing bran and the irritat- 
ing vegetables, is producing a great deal 
of unnecessary discomfort and chronic 
dispepsia and has reached “proportions 
of a distinct health menace. The simi- 
lar tendency to eliminate animal pro- 
teins from the diet may also become a 
menace to the public health. 

“(1) <Any balanced diet should con- 
tain some animal protein, fruits, veg- 
etables, especially the leafy vegetables, 
for their vitamin and mineral salt con- 
tent, digestible fat, such as butter fat, 
and sufficient, easily digestible carbohy- 
drates to afford readily available energy. 

Recommend White Bread 

“(2) Carbohydrates, including  su- 

gars and starches, but especially starch- 
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es, furnish the American public its main 
fuel for energy, the quantity varying 
with the amount of physical activities 
which the individual expends. Much of 
the starch should be supplied by the 
most available and easily digestible food 
stuffs, of which white flour is the best 
example, as bread, if baked sufficiently 
to break up the new starch granules. 

“(3) Starch furnished by too rough 
a diet may not only have a catharic ac- 
tion, due to irritation, but also the starch 
granules are so covered by a cellulose 
envelope as to prevent their availability 
to the action of digestive juices. 

Accusations False 

“The allegation that white bread, meat 
or any other staple food when employed 
in mixed diet, is responsible for certain 
grave illnesses is not supported by sci- 
entific facts. 

“(4) The leafy ‘Vegetables contain 
considerable amounts of refuse, non-ir- 
ritating to the digestive tract, which are 
therefore very valuable to promote good 
elimination. 

“We desire, in the public interest, to 
place on record that in our opinion: 

“(1) The exaggerated claims _ for 
various food fads are entirely unwar- 
ranted by scientific evidence or practical 
experience, and the advertising and 
other propaganda furthering their sub- 
stitution for the older articles of diet 
should be condemned. 

Dangers Exaggerated 

“(2) The dangers of nutritional de- 
ficiencies has been grossly exaggerated. 
No one food is a perfect food but a diet 
consisting of dairy products (especially 
milk), leafy vegetables, fruits, meats, 
and easily digested starches for heat and 
energy which furnishes an excess of all 
food factors necessary for proper 
growth and nutrition and resistance to 
disease. 

“(3) Any variation from a normal, 
common sense diet should be prescribed 
by a properly trained adviser only after 
a careful study of the dietary require- 
ments of the individual seeking advice.” 


MATT FRANZEN, Highland, Wis., 
has purchased the feed mill of Henry 
Kruel. 


WILLIAM M. ATKINSON, Minne- 
apolis, president of the Atkinson Mill- 
ing Co., died February 11 of heart dis- 
ease at Pasadena, Cal. 
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<a] ‘‘All your needs in grain and feeds’’ fe 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 


J. C. HUBINGERB BROS. CO., Keokwk, Ta... Gluten Feed 

HENRY LICHTIG & CO., Kansas City, Mo...................-... Milo and Kaffir 
FAIRMONT CREAMERY CO., Omaha, Neb.................... Dried Buttermilk 
AMERICAN MOLASSES CO., New York City................ Blackstrap Molasses 
MUTUAL RENDERING CO., Philadelphia, Meat Scrap 
OYSTER SHELL PRODUCTS CO., Philadelphia, Pa............ Oyster Shells 
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The Haines Feed Mixer 


The Mix Is Always Visible 


A self-contained unit 
shipped completely as- 
sembled ready for 
operation as soon as 
connected to power. 
No extra parts or ele- 
vators necessary. No 
millwright labor re- 
quired. Easily set up 
or moved. 


Manufactured in two sizes: 


No. 1 Mixer capacity 50 
cubic feet or 40 bushels. 


No. 3 Mixer capacity 100 
cubic feet or 80 bushels. 


Either size furnished with 
pulley for belt drive or 
with electric motor and re- 
duction gears for inde- 
pendent operation. 


Write for 
Bulletin No. 15-F 


The Grain Machinery Co. 
Marion, Ohio 


We want live Sales Representatives in our open territories. 
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Kasco Mills, Inc., Toledo 
Is Reorganized 


Kasco Mills, Inc., Toledo, Ohio, has 
been reorganized and_ re-incorporated. 
The officers of the new company are 
Charles R. Keilholtz, (Southworth & 
Co.), president; W. S. Young, (mana- 
ger of the Kasco Mills, Waverly, N. 

), first vice-president; John W. Lus- 
combe, (Southworth & Co.), treasurer 
and S. M. Bender, (Southworth & Co.), 
secretary. Kenton D. Keilholtz, (South- 
worth & Co.), although not an officer, 
will take an active interest in the busi- 
ness. 

The board of directors includes the 
officers and F. J. Kieser, Sr., E. C. 
Froehlich and K. D. Keilholtz. Frank 
C. Bowes has been appointed general 
manager; Ernest Kieser, sales manager; 
Don Reinhart, cashier and I. R. James, 
traffic manager. Harry Goldner con- 
tinues as mill superintendent. The plant 
of the old company will be used by the 
new. The principal brands of feed will 
be, as always, Kasco dairy, stock and 
poultry feed, Beatsall milk grains, Mor- 
milk dairy ration and the Apex special 
feed. 

Members of Southworth & Co. have 
a controlling interest in the new con- 
cern and will direct its pclicies and af- 
fairs. Southworth & Co. was organized 
in 1881, and its senior partner, E. L 
Southworth, died a little over two years 
ago. At the present time the senior 
partner is K. D. Keilholtz, president of 
the Toledo Produce exchange. The 
junior partners are John W. Luscombe 
and Charles R. Keilholtz. All are well- 
known throughout the grain trade. 


NEW RICHMOND ROLLER 
MILLS CO., New Richmond, Wis., 
has purchased the Farmers Grain & 
Mercantile association, Hixton, Wis. 


NEW COMMISSION FIRM 

James Lawrie and Morton L. Larson, 
Milwaukee, have formed a new grain 
commission firm, with offices in the 
Chamber of Commerce building. Mr. 
Lawrie has been active in the Chamber 
of Commerce since 1904. He was with 
Henry Rang & Co. for 13 years, the last 
two years as manager of their Milwau- 
kee office. When Rang sold out to W. 
G. Moorhead & Co., Mr. Lawrie was 
appointed manager. Mr. Larscn has 
spent his entire business life in the grain 
business. He was in country elevator 
business up to seven years ago when he 
accepted a position as traveling repre- 
sentative for Henry Rang & Co., con- 
tinuing in the same capacity for W. G. 
Moorhead & Co. during 1928. The firm 
is a member of the Milwaukee Chamber 
of Commerce. 
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F. J. BRADFORD, Chicago, vice- 
president and sales manager of Arcady 
Farms Milling Co., was a caller at The 
Feed Bag offices February 28. “Brad” 
and his wife drove to Milwaukee and 
planned to stop at Madison on their 
way back to Chicago. 


FRANKE GRAIN CO., Milwaukee, 
distributors of Plymouth meat scraps, 
has announced that the E. W. Bohn- 
sack Co., manufacturers of this product, 
are conducting an egg production con- 
test in which they are offering 18 cash 
premiums totaling to $250. The con- 
test is advertised in the farm papers 
circulating in Wisconsin and the re- 
quirements are that a ration containing 
Plymouth meat scraps be used. 


NEW RICHMOND NOTES 

O. W. Mosher, Sr., president of the 
New Richmond Roller Mills Co., New 
Richmond, Wis., is spending the winter 
in Los Angeles; M. P. McNally, vice- 
president, is on a Mediterranean cruise 
and F. B. Mosher, general manager and 
treasurer, is spending the winter in Mi- 
ami, Fla. The firm reports doing a very 
nice feed business the past year and 
running to capacity at most all times. 
They have recently installed sewing 
machines, which will. increase their ca- 
pacity and also give a neater package 


BANNER GRAIN CO. 


MINNEAPOLIS, MINN. 


Milling Wheat 
All Proteins and Glutens 


Corn, Oats and Rye for 
Milling and Feed 


F. J. PHELAN CO. 


418 Chamber of Commerce 


MILWAUKEE, 
WIS. 


“Grain Futures” 


Special Attention to Hedges 


Wisconsin Rye Millers Plan 
Big Summer Rally 


LANS for a two-day rally which 
P will probably be held in Milwau- 

kee next June were made by the 
Wisconsin Rye Millers association at 
the mid-winter meeting held at the 
Hotel Pfister, Milwaukee, January 30. A 
golf tournament will be a feature of the 
rally and western Michigan millers will 
be invited to attend. 

E. A. Vallee, Chase Bag Co., Milwau- 
kee; S. C. Northrop and K. L. Burns, 
Globe Milling Co., Watertown; E. O. 
Wright, Wisconsin Milling Co., Meno- 
monie, and C. H. Hooker, Northern 
Milling Co., Wausau, were appointed by 
Charles Gruhle, Oriental Mills, Manito- 
woc, president of the association, to ar- 
range for the June meeting. 

- Milling Conditions Good 

The mid-winter meeting was devoted 
to a short business session and a general 
discussion of milling conditions in Wis- 
consin. It was reported that mills were 
doing well despite the low production of 
rye during 1928 due to winter killing. 
Need was expressed for a more careful 
check on operating expenses to meet 
strenuous competition. 

Mr. Gruhle advised the committees in 


charge of the June meeting to analyze 
the problems confronting Wisconsin rye 
millers and to obtain speakers who 
would suggest ways of solving them. 
Officers Held Over 
Members decided that the present of- 
ficers, including Mr. Gruhle, president; 
Ward Falgatter, Fischer & Falgatter, 
Waupaca, vice-president, and Mr. Nor- 
throp, secretary and treasurer, should 
hold over until the summer rally. Di- 
rectors who also hold over until the 
June meeting are Mr. Wright; F. Schnei- 
der, H. P. Schmidt Milling Co., Osh- 
kosh; George Moody, Weyauwega Mill- 
ing Co., Weyauwega and Mr. Burns. 
The Chase Bag Co. was host to the 
millers at a luncheon at the meeting. 


E. J. CRANE & SONS is the new 
name of the firm formerly operated 
under the firm name of E. J. Crane. 
Chippewa Falls, Wis. The sons taken 
into the business are K. E. and Don 
F. The firm has ten stores in Wiscon- 
sin. They are located at Chippewa 
Falls, Abbotsford, Cadott, Colfax, Cor- 
nell, Greenwood, Medford, Owen, Stan- 
ley and Thorp. 


FEEDS AND FEEDING 


Latest Complete Illustrated Edition 


By Profs. W. A. Henry and F. B. Morrison 


COMMERCIAL FEEDS 


By W. H. Strowd 


These two books should be read and kept for handy 
reference by every feed dealer, miller, manufacturer 


and jobber. 


They include the latest available informa- 


tion on feeding, feed ingredients, feed manufacturing 


and feed merchandising. 


The price of the complete illustrated edition of Feeds 
and Feeding is $4.50 per copy, f.o.b. Milwaukee, and 
the price of Commercial Feeds is $3.00 per copy, f. 0. b. 


Milwaukee. 


Send check or money order for one or 


both books to get shipment by return mail or express. 


The special price for one copy of Feeds and Feeding in 
combination with a one year subscription to The Feed 
Bag, at $2.00 for twelve months, is $5.50. The price for 
Commercial Feeds with The Feed Bag is $4.00. The 
price for the both books with The Feed Bag is $7.50. 


For Sale By 


Che feed Bag 


86 E. Michigan Street 
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Wisconsin Seed Council Holds 
First Business Meeting 


HE first meeting of the Wiscon- 

sin Seed Council which is affil- 

iated with the Wisconsin Seed 
Dealers association organized Novem- 
ber 2, was held at the state capitol, 
Madison, February 21. Constitution and 
by-laws were adopted and A. L. Stone, 
head of the Wisconsin seed and weed 
control department was appointed to di- 
rect the council. Representatives will 
also be chosen from the Wisconsin Ex- 
periment association, department of ag- 
riculture, department of agronomy, 
county agents’ association, and the ex- 
tension division of the College of Agri- 
culture. 

Fred Kellogg, Kellogg Seed Co., Mil- 
waukee; William Knauf, Knauf & Tesch 
Co., Chilton; Kenneth Salzer, Salzer 
Seed Co., La Crosse; and Hugo Tew- 


eles, L. Teweles Seed Co., Milwaukee, 
represent the Wisconsin Seed Dealers 
association on the council. 
Purposes of Council 

The purposes of this body as outlined 
in its constitution are bringing of great- 
er unity of objectives, policy and pro- 
gress among agencies; serving as a cen- 
tral clearing house of information ideas 
and suggestions for improvements in 
production and distribution of farm 
seeds; promoting a better understanding 
between various interested agencies, and 
developing and putting into effect poli- 
cies and programs upon which various 
agencies represented may come to an 
agreement. 

Reports on the Wisconsin seed crop 
this year indicate a scarcity of home 
grown red clover and alsike, a low timo- 


MEAT SCRAPS 
FOR POULTRY 


MANUFACTURED BY 
DARLING-&-COMPANY 


UNION STOCK YARDS CHICAGO,ILL. 


il 


When you handle 


Darling’s Meat Scraps, 
Tankage and Bone Meal 


you are handling the best the 
world produces--and it doesn’t 
cost you one cent more than 
the other kind. 


Darling & Company 


Union Stock Yards, Chicago 


LaBUDDE FEED & GRAIN CO. Milwaukee 


STATE DISTRIBUTORS 


—for almost half a century 


EVERY time you sell a sack of flour it 
+ should do at least three things for you. 
Give you a fair profit; satisfy your cus- 
tomer; and with the future in mind, make 


it possible to sell an- 
other sack to the same Occident Feeds 
customer. Occident Hard 
Wheat Bran 
It takes a good flour to do those Occident Hard 
things. OCCIDENT is that kind of Wheat Mixed 
aflour. Dealers have been selling Feed and 
OCCIDENT that way for nearly Alta Hard Wheat 
half a century. Middlings 
FREE FROM 
RUSSELL - MILLER MILLING CO. SCREENINGS 
General Offices HIGHinPROTEIN 
MINNEAPOLIS, MINN. 


FLOUR 
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thy yield and a fair crop of alfalfa. 
Sweet clover is low in price compared to 
alfalfa and red clover and authorities are 
under the impression that sales will ex- 
ceed those of last season. Prices on 
corn are also reasonable with a fair 
crop on hand. Barley and oats are 
scarce. Wholesale seed houses reported 
that most dealers had already stocked 
their supplies before March 1. 
Issue Order Book 

The L. Teweles Seed Co., Milwaukee, 
helped dealers to book early orders from 
the farm trade by issuing a handy pam- 
phlet in which the name of the cus- 
tomer and the number of bushels of each 
seed desired for spring delivery could be 
conveniently recorded. They also en- 
couraged the displaying of one sample 
bag of each line of seed in advance of 
the season. This plan enabled the farm- 
ers to handle the seeds and think of 
their spring supply during the leisurely 
winter visits at the feed store. Many 
advance orders were obtained from the 
displays. 


DECATUR GRAIN & ELEVATOR 
CO., Decatur, Ill., has been incorpor- 
ated to deal in merchandise and grain. 
The incorporators are C. L. Leiss, J. 
H. Cloney and J. W. Hook. 


purchased an 
Milling Co. 


HESS, Delavan, Wis., has 
interest in the Hetzel 


NORTH DAKOTA MEETING 

The annual convention of the North 
Dakota Farmers Grain Dealers’ associa- 
tion was held at Fargo, N. D., February 
5-7. Exhibits included diesel engines, 
electric motors, cleaners of different 
types, grain distributors, dockage test- 
ers, truck dumps and the protein test- 
ing apparatus. 


GENERAL MILLS EXPANSION 

General Mills, Inc., Minneapolis, has 
purchased the Sperry Flour Co., San 
Francisco, Cal., bringing an additional 
capacity of 13,600 barrels, 3,925,000 bus. 
terminal grain storage capacity and 75 
country grain warehouses with a stor- 
age capacity. of 8,310,000 bus. to the firm. 
The Sperry company has properties in 
California, Washington, Oregon, Idaho 
and Utah. Roy N. Bishop, a former 
officer of the Sperry company, will con- 
tinue with General Mills as manager of 
the new properties. The total flour 
milling capacity of General Mills is now 
87,700 barrels, comprising 21 mills; 30,- 
463,000 bus. terminal grain storage ca- 
pacity; 219 country elevators and grain 
warehouses with a grain storage capac- 
ity of 10,524,000 bus., seven proprietary 
feed mills, three cereal mills and 74 
branch offices. 
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ERNEST WOLFORD, Pilot Mound, 
Ia., has purchased the Farmers Elevator || 
Co. 


FRANKE GRAIN CO. : 
DisTRIBUTORS 
MILWAUREE WISCONSIN 


PLYMOUTH 


S. B. BOND, manager of the Alfred, 
N. Y., Farmers’ Cooperative Feed Store, 
submitted reports at the annual meeting 
of member stockholders showing that 
the company sold $112,000 worth of feed 


in 1928. The business was operated at MEAT SCRAP MEAT SCRAP 


a profit of $1,800. All but $9.00 of this : pe 


sum was returned in dividends to the Sent, <mentenn:. Ole 2 T A N K A G E 
stockholders. E 


100 LBS. NET 


|. G. THOMAS DEAD Hee BONE MEAL 


Word has just been received from 
James Boyce of the death of his former 
partner, J. G. Thomas. The Thomas- 
Boyce Feed Co., Attica, N. Y., was well- 
known to the feed trade of a few years 
ago. Mr. Boyce writes: 

“The many friends of J. G. Thomas — 
will be saddened to learn of his recent THE FRANKE GRAIN CO. 
death, but always there will remain the GRAIN AND FEED 
vivid, sweet memory of Mr. Thomas’ 
broad sympathies and his high standard 
of integrity. 

“During the -many years of Mr. 
Thomas’ affiliation with the feed indus- 
try through his active connections as an Shipments from Milwaukee or Plymouth, Wis. 
officer of the Purity Oats Co., and the Carloads, Ton and Bag Lots, Phone Broadway 2174. 
Thomas-Boyce Feed Co., his work for 
the good of the entire industry was tire- 1 
less.” 


BRAND 
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g sizes 
Belt or 
Motor Driven 


The Monarch Bali Bearing 
Attrition Mill with 
Pneumatic Collector 


Is grinding feed for Carey Farmer’s Coop. 
Co., Carey, O., at a power cost of less than 
2 cents per cwt. Read their letter. 


“We installed a 24 inch Monarch Mill with Pneumatic Collector, 
July 1928 and are giving you our records as following: 


Ground in August 127 ton...... Power bill $48.50 
94 ton... Power 32.50 


We are very much pleased with this record and the service this machine 
is giving us. We have taken special notice that if feed is a little off in 
odor, it is purified and cool after going through this blower. 
Our power rates are as follows: 


First 50 K. W.H. 8. 

Next 100 K. W.H: 7:75¢ K. W. H. 

Next 150 K.W.H. 6c i. 

Next 400 K. W.H. 4.75c K. W. H. 

Next 1000 K. W. H. 4c K. W. H. € 
Our H. P. is 45 at 50c, making a minimum charge of $22.50” 


Write for free catalog and detailed information on this ae 
most profitable feed grinder. 


Sprout, Waldron & Co. t 


BOX 318, MUNCY, PA. 


Chicago Office Kansas City Office San Francisco Office 
9S. Clinton St. 612 New England Bldg. 726 Harrison St. 
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SWEET DAIRY FEED 


S.T. Edwards &Co. 


Incorporated 


Feed System Engineers 
Plant Designs 


16144% PROTEIN Special Feed Mill Machinery 


MANUFACTURED BY Feed Formulas 


MINNESOTA FEED COMPANY DRIED BUTTERMILK AND 
MINNEAPOLIS, MINNESOTA SKIMMED MILK 
Mixed Cars a Specialty—We Handle All Kinds of Mill Feeds Packed 100-lb. paper-lined bags 


Shippers of Corn and Oats—Write for Samples and Prices 


It pays the 
dealer because 
it pays the 
poultry raiser 


HICKENS all need Peart Grit ... It 

supplies them with lime in natural 
mineral form . . . It is the best calcium 
material for poultry. Chicks and grow- 
ing birds need Peart Grit to build 
sturdy frames . . . to promote hardy, 
vigorous growth. Layers need PEARL 
Grit to restore the lime which heavy 
egg production has drained from their 
bodies. 


Profit in PEARL GRIT 


Sell PEARL GRIT in the handy ten-pound 
packages ... PEARL GRIT No. 1 for baby 
chicks ... No. 2 for growing and adult birds. 
Display it on your shelves. Link up with our 
advertising. Use our dealer helps. And watch 
sales grow. Watch how it repeats. Watch how 
it increases your profit. 


Mail Coupon for Money- 
Making Dealer Offer 


Mail the coupon and get the details about our 
liberal dealer offer. It should add many dollars 
in extra profits to your income. This is a money- 
making proposition you can’t afford to turn 
down. Send the coupon today. 
PEARL GRIT CORPORATION 
Subsidiary—The Ohio Marble Company 
2118 Ash Street, Piqua, Ohio 


Repeat OrdersDaily 
for PEARL GRIT 
* During the last five 
years we have han- 
died PEARL GRIT 
to the exclusion of 
other kinds and must 
say it has given satise 
faction wherever we 
have sold it. This is 
proven by the repeat 
orders that come in 
for PEARL 
F. Thatch P it 
—Geo. F. Thatcher. 
a Pearl Grit Corporation 
St., Piqua, Ohio 
Please send me details of your selling plan. 


Name.. 


Address 


Tell us your dealer’s name and address 
SRO RE RER EME 
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110 N. Franklin St. CHICAGO 


Allis Double Head Attrition Mill 


Equipped with two Allis-Chal- 

mers Squirrel Cage totally in- 

closed ventilated motors which 

are entirely dust excluding and 

give the title of safe motors a 

new and valuable meaning. 
Write for leaflet No. 2086. 


MILWAUKEE, WIS. U.S.A. 


The nal Minerals P OWER 


UVEN: lots of 1t 
and LOUS OT lle 
That’s what has made the 
ATLAS famous...POWER 
to move any car you may ] 
get—under even the most 
Are Derived from the Sea Shendvantaqene condi- 
ions. 


Natural minerals are far more Cinuenentdttbinwemer 
effective in the feeding of all lies in the compound 
classes of farm stock than those leverage applied in 


artificially added to the ration. the ATLAS. The 
cutaway at the 
STRUVEN’S FISH MEAL right shows this 
contains 20% of these natural -vontopuaaaa 
minerals, including calcium, 
phosphorous, iodine, sulphur, 
iron, copper, potassium and 
magnesium oxide. Also 58 to 
62% of highly digestible protein. 


STRUVEN’S FISH MEAL will 
increase the efficiency of your 
mixed feeds. 


Ask your 
mill supply 
jobber or write 

us for illustrated 
material and facts 


APPLETON 
CAR MOVER 
COMPANY 


Appleton, Wis. 


Write us for sample. 


Chas. M. Struven & Co. 


114-116 E S. Frederick St. 


SS 


Baltimore, Maryland 
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GABLE CO., Adrian, has pur- 
chased the N. L. Hockman elevator and 
appointed John Bagle manager. 


C. R. LEWIS grain elevator, Haynes 
Siding, Ill., was destroyed by fire Feb- 
ruary 7. The loss is estimated at 


$25,000. 


BRUNSKILL ELEVATOR CO.,, 
Hawarden, Ia., is installing a feed mill. 


WESTERN GRAIN DEALERS AS- 
SOCIATION will hold its annual meet- 
ing in Cedar Rapids, Ia., April 17 and 
18. 


CIVIL SERVICE POSITIONS 

The United States Civil Service com- 
mission announces the following open 
competitive examinations: associate 
marketing specialist (grain, hay and 
feed), salary $3,200 to $3,700 a year; 
associate marketing specialist (hay in- 
spection), $3,200 to $3,700 a year; as- 
sistant marketing specialist (grain, hay 
and feed), $2,600 to $3,100 a year; and 
assistant marketing specialist (hay in- 
spection), $2,600 to $3,100 a year. Ap- 
plications must be on file with the civil 
service commission at Washington not 
later than March 27. Full information 
may be obtained at the post office or 
custom house in any city. 


Don’t Let Them Die! 


he small extra cost (less 
than lc per chick) of feed- 
ing pure dried buttermilk will 
more than repay you in sav- 
ing most of your baby chicks. 


Wide-awake and alert feed 
dealers everywhere recognize 
the quick profits that butter- 
milk sales offer. With the 
baby chick season in full 
swing, every poultry raiser 
needs Genuine Collis Process 
Pure Dried Buttermilk. 


Find out about this big oppor- 
tunity for additional profits. 
Write or wire at once. 


Collis Products Co. 


Dept. B39 Clinton,tlowa 


NEW — REVOLUTIONARY 


The BARNES EMULSION Plan to Build 
YOU a Profitable BUSINESS Without 
Cost or Obligation. 


A Plan whereby we go right into your territory with an exceptionally liberal offer to 
ultry raisers—an offer to try Barnes Emulsion—the only PERMANENT WORM CON- 
ROL—entirely at our expense—an offer no one can reasonably decline. The object is to 
build a large and profitable business for YOU, right in your territory, and hand it 
over to you. Our campaign in your territory will cost you nothing; nor will you be obli- 
gated. The profits to you should be very substantial—write now for details of the most 
liberal proposition in poultry supply history. 


NO RISK to You 


You don’t risk a penny. All you do is take care 
of the orders that rollin and accept the profits. 


5,000 Dealers Stock Barnes Emulsion 


and 16 carload distributors. The phenomenal rise in demand 
for Barnes Emulsion has justified their faith. They took the 
Barnes agency without the help of an unusual proposition as 
we now offer. Think what you can do WITH this help. In- 
cidentally, all established dealers are entitled to this help. 
Write us, gentlemen. 


National Advertising, Also, to gt YOU Sales 


In fact, the most complete support ever given to dealers. Na- 
tional advertising which will PROVE that Barnes Emulsion is 
the only true and PERMANENT CONTROL of WORMS in 
chickens and other fowl. Advertising which will PROVE that : 
other remedies, expellants, DO NOT do a PERMANENT Job, and that in the final an- 
alysis, the poultry raiser must come to Barnes Emulsion for permanent, instead of tem- 
aA control of Worms. National advertising which will get orders coming for Barnes 
mulsion, and create additional business which will be turned over to YOU. 


Write for Our Unusual Proposition— 


for wholesale prices, terms, advertising helps and guarantee. Our plan is an eye- 
opener. It means PROFITS. You have everything to gain, risk nothing. Write 
us now. 


BARNES EMULSION COMPANY 


Main Office: 85 MERCHANTS EXCHANGE BLDG., ST. LOUIS, MO. 


Laboratories and Factory, Box 85, Gardena, Calif. 


LIBY YEAST FOAM 


OUR SECOND CARLOAD OF YEAST 
within a year. 


Doughboy Poultry Yeast Mashes 


makes the poultryman’s dreams cometrue. Dealers 
everywhere report wonderful repeat business. 


DOUGHBOY MOLASSIE DAIRY 
cheaper and better than BRAN. 


Write for circular. 


QUICK OR DEFERRED SHIPMENTS 
MIXED OR STRAIGHT CARS 


NEW RICHMOND ROLLER MILLS COMPANY 


NEW RICHMOND, WISCONSIN 
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OATS 


RYE 


WHEAT SCREENINGS CORN 
& 
Hiawatha Grain Company §|§* 
MINNEAPOLIS, MINN. 
‘‘FOR BETTER SERVICE’’ 

(We Own And Operate A Mill And Elevator) 

SPECIALIZING IN ALL TYPES OF SCREENINGS 
(GROUND AND UNGROUND) 
Get Our Samples and Prices id 
STRAIGHT CARS MIXED CARS a 


MILL FEEDS GROUND FEEDS OILMEAL 


WE SELL DEALERS ONLY 


Queen Wheat Feed 
is a Pure Wheat offal 


and is manufactured in 
our own mills. Can fur- 
nish Queen in straight 
or mixed cars with Che- 
rokee Pure Bran and 


Cherokee Middlings. 


= WHEAT FEED 


‘Wheat Low Grade Flour, Red Dog, Middlings 
— CRUDE PROTEIN 


FRED STEINMUELLER, a pioneer | 
flour and feed dealer in Milwaukee, died 
recently. 


FRANK ELLIOTT, for many years 
operator of the Brown feed mill, East 
Otto, N. Y., died recently in the Mason- 
ic home in Utica, N. Y. 


E. S. BAKER, a former dealer at 
Janesville, Wis., writes The Feed Bag 
from El! Centro, Cal.: “I drove out here 
with my mother and like it very much 
so far. It has been cold here nights. 
Even had frosts, but the days are won- 
derful. Going deep sea fishing soon.” 


FEED MOLASSES BULLETIN 

Because of the interest manifested in 
cane molasses for poultry, the Penick & 
Ford Sales Co., Cedar Rapids, Ia., has 
prepared a circular extolling the merits 
of cane feed molasses for poultry which 
they will send to anyone on request. 


AT LUMBER CONVENTION 

Feed dealers who attended the annual 
convention of the Wisconsin Lumber- 
men’s association in Milwaukee, Febru- 
ary 19-20-21, were T. H. Mair, Mor- 
risonville; P. H. McCarthy, Browns- 
ville; Calvin Kiesling, Kiesling Lumber 
Co., Mapleton, and Alfred Raeder, Elk- 
hart Lake. 


CRUDE FAT - 
CRUDE FIBRE - 


ST. PAUL, MINN. 


a Capital Flour Mills, Inc. 


\ MINNEAPOLIS, MINN. >» CORN EXCHANGE 
Minneapolis, Minnesota 
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HOUR SERVICE 
ON MIXED CARS 


Carry the Stock 


MILL FEEDS, FLOUR, OIL MEAL, GLUTEN, COTTON 
SEED MEAL, HOMINY, CORN, OATS, OYSTER SHELLS, 
GRIT. In fact, everything in the feed line. 


POULTRY FEEDS, DAIRY FEEDS 
RED OAK DAIRY 20% 
RED OAK SWEET DAIRY 16% 
RED OAK WHEAT FEED 
RAPIDS DAIRY 16% 


We ship C. M. & St. P., C. & N. W. and Green Bay & Western 
WRITE OR WIRE FOR PRICES. 


McKERCHER MILLING CO. 


WISCONSIN RAPIDS, WISCONSIN 
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ALFALFA 
MEAL 


Dependable Western 
Meal for the Dairy 
feed. 


A valuable addition 
to the ration. 


Write or Wire for 
quotations. 


The Denver Alfalfa 
Milling & Products Co. 


Pierce Bidg. 


Lamar, Colo. St. Louis, Mo. 


Many Feed Dealers Among 
Lumber Delegates Jacobson “A JACS? 


Many feed dealers were included 
a» Feed Grinder 


among the 1,865 members and guests 
Pulverizes grains, ear or snapped corn, - 


who attended the convention of the 
roughage, and other materials into soft 


Wisconsin Retail Lumbermen’s asso- 
ciation at the Milwaukee auditorium, 
cool stock. Requires less H. P. but 
grinds more feed. 


February 19, 20 and 21. The three-day 
event was replete with instructive busi- 
ness talks, good fellowship, and enter- 
tainment. 

Benjamin Springer, John Schroeder 
Lumber Co., Milwaukee, was reelected 
president of the association. Don O. 
Head, Kenosha, was elected treasurer 
and Don S. Montgomery was renamed 
secretary. 

The annual meeting of the Retail 
Lumbermen’s Mutual Insurance Co., 
was held during the convention and W. 
O. Hoffman, feed dealer with headquar- 
ters at Fort Atkinson, was elected presi- HERRICK FEED C OMPANY i 
dent. J. H. Koltes, Waunakee, another 3 NC. 
dealer, was chosen on the board of di- 
rectors. Among the feed men who WHOLESALE 
served on committees in charge of the 


convention were E. C. Phillips, Reeds- Grain and Feeds Shipper 
ville; Hawley W. Wilbur, West Allis; 


John M. Rodger, Fox Lake, and T. R. HARVARD, ILLINOIS 


Deppe, Baraboo. 
The dealers and lumbermen went on PHONES 135 AND 118 


record as unanimously opposed to the Excellent service, highly reliable; ‘ 
Smoot-Hawley bill which calls for a 


hich d d Quality paramount---that’s undeniable; 
5 Best of attention, prices agreeable; 
— Our mottois: ‘satisfaction unbeatable’’. 


Write for full particulars. 


A. E. Jacobson Machine Works, Inc. 
1090 TENTH AVE. S. E. 


MINNEAPOLIS, MINN. 


R. L. HERRICK M. H. HERRICK 


ing Co., Fort Atkinson, manufacturers 
of farm equipment, revealed some in- 


teresting facts about poultry which he 100 % FOR THE DEALERS 


discovered in a series of tests. 
“A hundred hens,” he reported, “give R. L. HERRICK, Jr. J. M. HERRICK 
off 3% gallons of moisture in 24 hours 
which must be evaporated. 
“A hot water heated poultry house, 
heavily insulated, is the best type. 


“Enough wind goes through three 
keyholes without the keys in them in HULL QATS for PROFITS\\s 4 


a 35-mile an hour storm to provide pe 
enough air for one human. When the Farmers are being educated to feed oat a 4 
key is in the hole, the amount of air groats. They do! It paysthem. Besides ~~ WZ 
; ey large feed manufacturers and others are in ae = 
coming in is 20 per cent less. the market at all times for hulls and groats _~— New 
“A 13-inch brick or tile wall, un- _ at good prices. The demand is increasing _— Mee 
plastered, will permit 7% cubic feet of rapidly. 


air an hour to go through it in a 15- 
mile wind and 30 cubic feet at 30 miles. <cooAJAXnn, ee, 

“An average window, without storm Le 
window or weather strips, permits 2,720 HULLS CLEANS é SEPARATES 


\ 
cubic feet to enter it in an hour in a This machine that does the work of three J UTA \\ 


makes profits in hulling‘oats possible. 
15-mile wind, enough for about seven ; 


ersons, or enough for 10 persons at 30 It hulls by centrifugal force, which gives greatest OUR SERVICE DERARTMENT 
economy and efficiency in operation. Many opera- build 
miles an hour. tors report earnings on the first ten carloads of [0c# trade and helps you 


tint h with load 
“A cow requires 3,500 cubic feet of oats hulled returns a profit of 100% on the in- | =n —Tiudandauene, 
air an hour, a horse 2,800, a hen 40, and vestment in this huller. ae a regen 
t 
a hog 400. Requires 6 square feet of floor space and 7} H. P. pong pp A ange ne p Rae 


Capacity 1000 to 2000 pounds per hour. Groat 
ield 60% to 70%. Sold on special terms and trial : : 
C. J. TIERNEY fractured several ly % P Offer and 


ribs when he fell while working in his 


feed mill at Cohocton, N. Y. He has Rosco Huller Co., Inc. 125 Central Ave., Ft. Dodge, Ia. 
recovered from his injury. 
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LOCK 


partly accounts for the remarkable de- 
crease in lightning losses on elevators and 
mills during the past four years. The main 
reason, however, is that the majority of 
owners have protected their property against such damage. 
The man whose property is still unprotected should stop 
trusting to luck—lightning is no respecter of persons. 


GRAIN DEALERS NATIONAL MUTUAL FIRE INSURANCE CO. 


INDIANAPOLIS, INDIANA 
J. J. Fitzgerald Cc. R. McCotter 


Secretary and Treasurer Ass't. Secy. and Western Mgr. 


OWL BRAND 


COTTON SEE 
MEAL 


Standard Since 1875 


F. W. BRODE CORP. 


MEMPHIS, TENNESSEE 


Get on ourlist. Market letters and prices. 


COTTON SEED MEAL 


NUT AND PEA SIZE CAKE 
ALL GRADES 


Quoting spot and 
future shipments. If 
you are not getting 
our quotations we are 
both losing. Send 
name for market let- 
ters. 


Registered in All States 


MARIANNA SALES CO. 


MEMPHIS, TENN. 


Quality and Service Guaranteed 


usiness 
expands with 


Printed messages 
They are profitable 


ADTKE ORTSCH 
BROS. CO. 
Esrasuisuep 1894 
PRINTERS 
LITHOGRAPHERS 
BINDERS 


344-346 MILWAUKEE STREET 


Brospway 1076 WISCONSIN" 


RELIABLE SERVICE! 


When in the Market for Straight or Mixed Cars 


MILLFEEDS OIL MEAL 
CRACKED CORN GROUND FEEDS 
GROUND GRAIN or FLAX SCREENINGS 
WHOLE or GROUND MILL OATS 
WHOLE or GROUND BARLEY 
FEED GRAINS 


GET IN TOUCH WITH 


THE HAERTEL COMPANY, INC. 


616 Corn Exchange Bldg. Minneapolis, Minnesota 
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RED GOLD ini: 


A marvelous new berry, rich, sweet, 
bright in color, fine in flavor. Act- 
ually saves sugar, use half as much 
as ordinary for high grade pre- 
serves. Single plants produced 
hundreds of berries. Big yield from 
small bed. 


FREE 
for Testing 
Send us your name and 10c, or not, as 
you please, and we will send you our 


catalog and two strong Red Gold plants 
at planting time, without cost. 


Paper Mulched Berries Better 


U. S. Govt. reports Paper Mulch saves 
moisture, kills weeds, increases yields 
in garden products. 

We offer special combinations of Red 
Gold plants and the necessary amount 
of Paper. 12 plants and paper, $2.00, 
50 plants and paper, $6.00. 100 plants 
with paper and special strawberry 
setting tool, $10.00. Paper Mulch en- 
ables you to get big yield from small 
bed with little work. 


Gardner Nursery Co. 
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MILK FLOW 


THE FEED DEALERS’ 
MONEY MAKER 


Write for description. 


M.G. RANKIN & CO. 


Chamber of Commerce 
MILWAUKEE 


NOPCO COD LIVER OIL 
BEET PULP—MOLASSES 
DRIED BUTTERMILK— 
SKIM MILK — ALFALFA MEAL 
MIXED CARS — TON LOTS 


Get our prices. ~ 


LA BUDDE FEED & GRAIN CO. 


MILWAUKEE, WIS. 


STERLING DAIRY FEEDS 


32% Protein 
For the dairyman who 
raises considerable corn, 
oats and barley. 


20% Protein 
For the dairyman who 
raises small crops of 
feeding grains. 

These two feeds are giving wonderful 


satisfaction. Samples and quotations 
on request. Effective sales helps given. 


We also manufacture the complete line of 
STERLING POULTRY FFEDS as well as 
STERLING PIG and HOG FEEDS. 


Carlots or mixed cars containing bran, middlings, 
rolled oats, oil meal, oyster shell, animal protein 
products, etc. 


NORTHRUP, KING & CoO. 


FEEDS AND SEEDS 
MINNEAPOLIS, MINN. 


Wuen 1n MINNEAPOLIS 
STAY AT 


Che 
New Nicollet 
Hotel 


OPPOSITE TOURIST BUREAU 
ON WASHINGTON AVENUE 


The Northwest's Finest Hotel 
600 ROOMS WITH BATH 
OR CONNECTING 
Every room an outside room 


Largest and Finest Ballroom in the 
Northwest 


RATES 
$2.00 
3.50 


Suites and Special Booms at 
$6.00 to $9.00 


MAIN DINING ROOM 
COFFEE SHOP 


Three Blocks from Both Bapete. 
Retail Center and Wholesale Center. 


W. B. CLARK, Manager 


Quality—Service—Price 


and 


Responsibility 


Our service is as near 
as Your Telephone 


Broadway 4961 


BREWERS DRIED GRAINS | 
GRAIN—CORN and OATS 
LINSEED OIL MEAL—HOMINY 
MILLFEEDS—CLINTON GLUTEN 


DONAHUE-STRATTON COMPANY 


MILWAUKEE 
Brokers for Operating Elevators at 
CLINTON CORN GLUTEN and MILWAUKEE—CHICAGO 
CORN OIL CAKE MEAL DEPOT HARBOR, ONT. 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


FEED STORES WANTED 
Wanted to rent or willing to finance retail feed 
stores in Wisconsin. All replies strictly confiden- 
tial. Write T. F.,c/o THE FEED BAG, 86 East 
Michigan Street, Milwaukee, Wis. 


MOLASSES HEATER FOR $60 
Send $10 for plans and full directions for mak- 
ing and installing a simple self-contained molasses 
heater for $60. Not a make-shift affair but 
several have been built and are giving satisfactory 
service. JAS. H. THOMSON, P. O. Box 364, 
Simcoe, Ont., Canada. 


POSITION WANTED 
Experienced feed and grain man will be open 
for a position about February 15. Six years sell- 
ing on the road and 5 years elevator experience, 
Have operated own business. Write X. Y. Z.,c/o 
THE FEED BAG, 86 East Michigan Street, 
Milwaukee, Wis. 


FLOUR MILL FOR SALE 

100 barrel flour mill, grain elevator, seed and 
coal business, feed grinding and mixing service 
for sale. Also doing an_excellent bakers and 
domestic flour business. Rich farming country. 
Oil engine and electric power. Investigate, owners 
wishing to _ dissolve artnership. Address 
BRILLION MILL & ELEVATOR CO., Carstens 
Brothers, Proprietor, Brillion, Wis. 


FEED BUSINESS FOR SALE 


Established over twenty years ago in the best 
Northern Wisconsin town. Warehouse located 
near railroad tracks. Excellent location. Good 
business. Possession May 1 or sooner. Write E. 
E., c/o THE FEED BAG, 86 East Michigan 
street, Milwaukee, Wis. 


FEED MILL FOR SALE 


Feed mill for sale with electric power, storage 
for three cars of feed. Selling account of poor 
health. Large territory. Write SR-1, c/o THE 
FEED BAG, 86 East Michigan street, Mil- 
waukee, Wis. 


GARLIC EXTRACTOR 


NEW INVENTION 
Does not mash bulbs. 


You can easily and profitably clean 
your wheat so that it will grade 
standard —by running it once through 
this new, fast, automatic cleaner. 
Fool proof. 


Your wheat will mill the same as clean 
wheat without odor, onions or taste. 
Write for pictures and details. No 
obligation. Supply limited. 


STUTSON-SMITH 


Manufacturers 
Office: 510 DEADERICK STREET 
NASHVILLE, TENNESSEE 


GET PARKS’ DIRECT 
MILL CONTRACTS 


Anything in the Feed Line 
Millfeeds Screenings 
Cottonseed 


Cc Meal 

Oyster Shell Skim Milk 
Dried Butter Milk Bone 

Linseed Meal Coarse Grains 


J. P. PARKS, Broker 
Direct Manufacturers Representative 
400-401 New England Bidg. 
Kansas City, Mo. 

327 So. La Salle St., Chicago, Ill. 


FORT LORAMIE MILLING CO., 


Fort Loramie, Ohio, has been incor- DAIRY ALFALFA HAY 


porated with a capital stock of $15,000. FOR SALE 
The incorporators are Adolph Rateman, Write or wire for delivered prices. 
John D. Inderrieden and E. J. Windeln. Grades and weights guarantesd. 
JOHN DEVLIN HAY CO., Inc. 
L. BECK, tormerly of Crandall & | 


Beck, which discontinued business Feb- 


ruary 1, has succeeded James Lawrie LINSEED MEAL 


as Milwaukee manager for W. G. Moor- 


CARLOTS 
ead & Co. 
Linseed By-Products Co. 


562 CHAMBER OF COMMERCE 
MINNEAPOLIS, MINN. 


E. J. KOPPELKAM 


GRAIN FUTURES IOWA MILLING CO. 


CEDAR RAPIDS, IOWA 


Shippers of 
373 Broadway CORN and OATS 
Cedar Rapids Weights and Grades 
MILWAUKEE, WISCONSIN Get our prices—We can save you Money 


Phones Broadway 32, Broadway 783 NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS OF 


Mother’s Best Flour 


Member Chamber of Commerce 


CEREAL 


Reliance Feed Co. 


MILLFEEDS 


MINNEAPOLIS 500 CORN EXCHANGE 
SPECIALIZE IN MINNEAPOLIS, MINN. 
GOOD 
CORN and OATS — 
CORN OR OATS 
and the 
WISCONSIN TRADE QUALITY and SERVICE 
Prices Right—Service Prompt wee 
TRY US. 


Western Terminal Elevator Company 
Sioux City, Iowa 


Consign Your GRAIN, BARLEY AND RYE Especially 


FOR ATTENTION OF. 
JOSEF MUELLER WM. R. MADDEN 


TO 
UERGER COMMISSION CO. 510 Mitchell Bldg. 


ESTABLISHED FOR OVER THIRTY YEARS Milwaukee, Wis. 


Established 1884 Members of Minneapolis Chamber of Commerce 


MIXED CARS — STRAIGHT CARS 


OVER 80 DIFFERENT KiNDS--Ground Feeds--Coarse Grains--Millfeed--Dried 
Beet Pulp--Oil Meal--Poultry Feeds--Molasses Flax Screenings, Etc. 


be 
SWEELPRINGESS” MOLASSES 


MANEY BROTHERS MILL & ELEVATOR CO., avs. St 


MINNEAPOLIS, MINN. 


NEWTON FEED COMPANY 


Office and Mill, Milwaukee, Wis. Eastern Office, Boston, Mass. 
NEWTRIO DAIRY RATIONS 
INSTITUTIONAL DAIRY FEEDS 
INSTITUTIONAL DAIRY FEEDS (SWEET) 
DAIRYMAN’S BEST TESTING RATIONS 


“GOLD STANDARD” POULTRY FEEDS 


Page Forty-eight 


THE FEED BAG—MARCH, 1929 


| 


ADVERTISERS’ INDEX 


Page 
Allis-Chalmers Mfg. 42 Ce a 


Atcady Farms Milling “6 Here’s the Best—For Farm Trade 
Archer-Daniels-Midland Co................ 49 


Brooks Milling Co 36 


Buerger Commission Co................... 48 (No. 1 Medium—Pan Evaporated—Non-Hardening Salt) 
wen... 20 Good Profits---Excellent Customer Satisfaction Assured 
Corn Products Refining “a WRITE FOR_PRICES AND SAMPLES 
Denver Alfalfa Milling & Products Co...... 44 A e L e S TA N C H F LE 2: D 
Donahue-Stratton Co.............000c eee 47 502 Corn Exchange Building MINNEAPOLIS, MINN. 
S. T. Edwards & Co... 42 
French Lick Springs Hotel Co............. 30 
| CAMEL WHEAT MIXED FEED 
14 
Grain Dealers Nat. Mutual Fire Ins. Co... 46 Comes from the choicest of wheat selected 
for high protein content. Camel is regu- 
Hiawatha Grain Co. ke Grade, Red Dog, Middlings and Bran all 
run together into the Camel sack. Forty- 
International Sugar Feed Co.............. 22 eight hour shipments assured during March 
mor 48 and April 
A. E. Jacobson Machine Works, Inc....... 45 ‘ 


Linseed By-Products Co.. 


Linseed Meal Educational Committee 


AMES-BURNS CO., Jamestown—exclusive New York 


& levator Co...... JOHN FITZGERALD, Janesville—special Wi in repr tative. 

Milling = B. J. GIBSON, Danville, I1l.—special Illinois and Kentucky representative. 

Munson Mill Machinery Co............... 36 

47 

New Richmond Rolier 43 


Northern Milling Co. 


Pearl Grit Corp 


Penick & Ford, Lid., Inc... 1122222211112 16 15% Protein 

47 


Relignee Feed 


sheffield Elevator 26 


Ss 
Ccreenings | ee 
Sunset Feed & Grain Go....2.2222221211 38 Adapted for Feed Manufacturers and Mixers 
30 
Three Minute Cereals 34 
Write for samples and,full particulars about 
ritmo these two feeds. We are shippers of RED 
DURUM — CORN - OATS - BARLEY — BUCK- 
ARTHUR ENGH, Owatonna, Minn., WHEAT and other grain for poultry feed. 
oh ‘a Elevator capacity 2,500,000 bushels. It will 
Huntting elevator at Lake City, Minn. pay you to get our quotations regularly. 


ARCHER-DANIELS-MIDLAND CO 
H. E. Morris, who operates the 


Lake Street Mills, LeRoy, N. Y., placed Manufacturers of Linseed Oil and Meal 


his business on a cash basis February GRAIN DEPARTMENT 

15. MINNEAPOLIS -:—: MINNESOTA 
WAYNE BROS., Taylor Ridge, IIl., Wire or Write for are not receiving 

have installed a feed mill in their ele- . 


vator. = 
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OLD DUTCH FARM 


Che feed Bag 


Vol. 5. No. 3. MarcH, 1929 


DAVID KNOX STEENBERGH 
Managing Editor 

Published the first week of every month at 
Milwaukee for retail feed, flour, grain, coal and 
allied products dealers. The only strictly retail 
dealer publication in the field. Subscription price 
—$2.00 per year. 

Changes in advertising copy may be submit- 
ted up to the 15th of the month preceding date 
of issue. Last closing date, the 25th. For adver- 
tising rates, etc., address The Feed Bag, 86 East 
Michigan street, Milwaukee. 

The Feed Bag is official publication of the 
Central Retail Feed association, Eastern_Feder- 


ation of Feed Merchants and the New England 


Retail Grain Dealers association. Feed Merchants 
Bulletin of the Eastern Federation of Feed Mer- 
chants merged with The Feed Bag, July, 1928. ° 


Copyright, 1929, Editorial Service Co., Inc. 


Established: 1892 


GRAIN AND FEED 


MILWAUKEE, - WISCONSIN 


Codliver Oil 
in Powder 
Form 


(Patented) 


Easier to mix in Deutsch & Sickert 


your mash. 
400-402 Chamber of Commerce 


Feed Manufacturers C O IT p a Nn) VY MILWAUKEE, 


have been using Col- REPRESENTATIVES OF 
liverol successfully 
for several years. It A. E. STALEY MF G. CO. 

has been tested and Corn Gluten Feed . . . 23% Protein 
approved by agricul- Corn Germ Meal .. . 18% Protein 


tural authorities. 
Staley’s Soy Bean Oil Meal 40% Protein | 


Vitamine ‘‘D’’ con- 
tent guaranteed. Straight and Mixed Cars 


> 


Write for sample and 
full particulars. 


PRIDE OF THE SOUTH 
Genuine Oyster Shells 


is Write for delivered prices 


STUHR - SEIDL Get our CORN and OAT 
COM P ANY Prices Use the Phone—Call 
DISTRIBUTORS Feeds of all kinds also Hay— BROADWAY 


Alfalfa Hay a Specialt 
Chamber of Commerce rw 167 4 


MINNEAPOLIS 
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WO things can 


ruin the profit in feed- 
ing baby chicks—not 
enough protein and the 
wrong kind of protein. 


rue Ualue Chick Starter Mash 
has the correct amount of pro- 
tein and of the right kind. With 
its high percentage of dried but- 
termilk and cod liver meal it is 


the ideal substitute for nature’s 


ee baby chick food—the yolk of 


an egg. 


CHICK STARTER MASH IN THE BLUE SACKS 


ow is the time when those fluffy little chicks are bursting from 
| their shells and getting their first breath of fresh air. The air and 
their enthusiasm about living creates a lusty appetite and makes 
their hungry little gizzards crave something good to eat. If they 
are fed True Value Chick Starter Mash they will not be disappoint- | 
ed—neither will you. 


MANUFACTURED AND GUARANTEED BY 


Ladish Milling Co. 


MILWAUKEE, WIS. 


Our Novel Plan 


of introducing TRuE VALUE MasHEs 


will get your prospects to try them. 
MASH _IN 
Once tried, they will sell themselves. RED 


} 
= 
GROWING MASH 
with 
LADISM MILLING CO 
| 


THE KING MIDAS MILL AT HASTINGS, MINNESOTA 


R10OU would enjoy a visit to the modern King Midas 
4 mill at Hastings, Minnesota. It is well located for 
receiving choice wheat and for conveniently shipping 
flour and feed to all King Midas dealers. The mill property 
has been landscaped as a beautiful park and the whirl of the 
electrically driven machinery blends softly with the tumbling 
of the waters of Vermillion Falls, the former source of power. 
The efficiency and cleanliness inside the mill and the ap- 
parent happiness of the skillful workers are just as impressive 
as the attractive exterior. Ideal plant conditions are an im- 
portant factor in helping to maintain the well-known high 
quality of King Midas flour. 


Mipas Co. 


MINNEAPOLIS, MINNESOTA 
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